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The Mutual Life public relations program has been 
voted one of the 10 best in America by Public Relations 


News, a leading publication in its field, and an indepen- 
dent panel of judges. 

A plaque, presented to Louis W. Dawson, President of the Company, 
cited The Mutual Life for “distinguished accomplishment in 1949 in 
the use of public relations for humanizing the corporation in the public 
interest.” 

In effect, the Company’s public relations program was commended 
for being more than just a program. For example, it was noted that no 
important Company decision is made until its effect on public opinion 
has been carefully considered—and that we spend a lot of time trying 
to discover, through various types of surveys, just what opinions the 
public has about us. It was also noted with approval that The Mutual 
Life has acted on its findings—using survey results as guides to policy, 
eliminating red tape and keeping the public informed about our opera- 
tions through advertising and publicity. 

So we are particularly pleased by this award because it is a recogni- 
tion of our efforts to create a public relations attitude that pervades the 


entire Company. 
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“There goes the man 


“For years we've been a one-industry town—with a one-man 


industry. The owner had no son or heir in the business, either. Will 
We merchants used to wonder, ‘What's going to happen when i 
in Day 


old J.B. passes on?’ But, George Duncan, our tna Life man, 


had the answer. He sold J.B. the idea of business life insurance. NEW Y¢ 
, : fork is init 
About a month ago three of the plant’s top men took over with- moa 


‘, its agency O 
out any hitches. There was some sort of an agreement drawn up 0 Texas fre 
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at George’s advice which made everything work smoothly. And, een . oll 

I understand the insurance gave J.B.’s widow good value for the For 
business. All of us breathed a sigh of relief. Yes, sir, I'd like to Other st 
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Mutual's Expansion 
Program Includes 
Return fo Texas 


Will Also Open Six 
Agencies in Cal.; Others 
in Dayton, Boise 


YEW YORK—Mutual Life of New 
York is initiating a broad expansion of 
its agency operations, including a return 
0 Texas from which the company with- 
jew in 1907. Beginning next year, 
agency offices will be established in 
Dallas, Fort Worth, Houston and San 
Antonio. 

Other steps include 
agencies in California, including two 
additional offices in Los Angeles and 
one each in Long Beach, Pasadena, 
Beverly Hills and Fresno; establishing 
agency offices in Dayton, O., and Boise, 
Ida; managerial changes in Cincinnati, 
Sat Lake City, Oakland, and Pitts- 
burgh. 

Except for the Texas phase, the ex- 
pansion program and managerial changes 
will get under way this month. All the 
new managers have been training assist- 
ants at the home office. 


California Managers 


Carl W. Rogers will be manager at 
Long Beach; William H. Rowlands 
will be at Pasadena; Patrick F. Koenigs- 
verger at Beverly Hills; William L. 
Rohlffs, and Carl W. Wood in the two 
additional Los Angeles units; Garrett R. 
McBride in Fresno; Clayne Robison in 
Boise, and Samuel W. Emerick in 
Dayton. 

Thomas M. Funk, training assistant, 
will succeed Charles J. McCoy in Cin- 
innati. Mr. McCoy is retiring under 
the company’s security program. 

Willis S. Peterson, training assistant, 
will head the Salt Lake City agency, 
succeeding Carson E, Bechtel, who re- 
ums to the field. 


Pittsburgher to Oakland 


Norman L. Horner manager at Pitts- 
burgh, will become manager at Oak- 
and, succeeding C. Nelson, who 
qFeturns to the field. Mr. Horner’s suc- 
‘essor in Pittsburgh will be Harry S. 
Hull, Jr., now manager of one of the 
New York City agencies. 

The new agencies in California and 
Ohio will give. Mutual Life policyholders 
itotal of 12 agency offices in California 
ad six in Ohio, At the end of 1949, 
sidents of these two states owned 
dout 154,000 Mutual Life policies for 
$02,500,000 of protection. In Texas, 
where the company wrote business from 
875 to 1907, residents own about 8,000 
dolicies for $20 million of insurance 
with Mutual Life. Since 1940 the com- 
vany has invested $70 million in Texas. 


opening six 





Name Health Committee 
WASHINGTON Chairman Sy- 


fington of national security resources 
board has appointed a health resources 
advisory committee. Headed by Dr. 
Howard A. Rusk, New York Univer- 
‘ity, to assist and advise the board on 
problems of the nation’s health relat- 
Mg of national mobilization. Dr. W. 
. Shepard, vice-president Metropolitan 
ife and public health professor at 
tanford University, is on the commit- 
ee. 
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Insured Savings Plans — Banks; 
Quite a Few Adopted or Pending 


Largely as a result of publicity given 
California’s Bank of America life in- 
sured savings plan, the fact that a num- 
ber of other similar plans are being con- 
sidered or have already been adopted has 
come to light. The initiative has in 
virtually every case been with the bank, 
as it was with Bank of America, al- 
though since the Bank of America story 
broke quite a few agents have shown 
interest in selling the idea to banks that 
hadn’t previously heard of the plan. 

Fulton National Bank of Atlanta an- 
nounced a plan very similar to Bank 
of America’s about a week after the 
latter came out. 

While the Bank of America plan was 
worked out by Executive Vice-president 
E. A. Mattison entirely independently 
of other similar plans, much of the wave 
of interest in such plans, prior to the 
Bank of America announcement, seems 
to have been generated by publicity in 
financial publications about a plan put 
into effect last January by First Bank 
& Trust Co. of South Bend, Ind., and 
insured in Lincoln National. 


Described in Articles 


The South Bend plan was described 
at some length in the April, 1950, issue 
of Burroughs Clearing House and had 
previously received considerable pub- 
licity in other banking publications. Ac- 
cording to the Burroughs magazine ar- 
ticle, the South Bend bank had already 
received numerous letters from other 
banks inquiring about the program. 

So far as President J. D. Barnette of 
the South Bend bank knows, First 
Bank & Trust was the first to come out 
with such a plan. In fact, he searched 
diligently for prototypes that might 
have answers to some of the problems 
encountered in developing the project. 
In any event, it got such excellent pub- 
licity that it apparently struck many 
other bankers as a novel and useful 
idea. Mr. Barnette has received nearly 
500 letters about the plan from other 
banks. 

The “Sav-Assured” plan, as the First 
Bank & Trust calls its setup, is open 
to anyone between the ages of 18 and 
55, although the plan must be of such 
duration that it can be completed by age 
60. Five, 10, and 15 year plans are avail- 
able. Maximum amount per account 
is $600. At first depositors were limited 
to two accounts each but this has re- 
cently been raised to four, permitting 
a maximum of $2,400 per individual. 


Payment at End of Period 


If the depositor continues his pay- 
ments over the specified period, he gets 
the full amount he paid in. Should he 
die, payments cease, the account con- 
tinues in force, and at the end of the 
stated period the full amount is paid 
to the beneficiary. The depositor may 
drop the plan at any time, in which 
case there is a deduction of 50 cents a 
month reserve built up in the first two 
years to pay the cost of the insurance. 

The plan that Bank of America has 
adopted occurred to Mr. Mattison as 
he was casting about for a way to sell 
more savings accounts and thus increase 
the bank’s total time deposits. Last 
December, in a memorandum to Presi- 
dent L. M. Giannini, he said, “it oc- 
curred to me that there was no reason 
why we could not do with savings ac- 
counts what we do in reverse with 
personal loans—namely, insure the pay- 
ment of the balance as to loans—and in- 
sure the payment of the depositor’s goal 
on savings accounts.” 

Further along in the memorandum he 
said, ‘the appeal of the plan is amazing. 
Everyone I have even briefly discussed 
it with wants to open an account right 


away. It appeals to the insurance com- 
pany because they cannot afford to sell 
short-term endowment policies, and as 
it would be on a group basis and in such 
small amounts it would not disturb the 
insurance agents.” 

The reference to short-term endow- 
ment policies has to do with the fact 
that Bank of America’s plan contem- 
plates a 50-month accumulation period, 
making it in effect a very short-term 
endowment. 

Bank of America had planned to re- 
lease its LISA (life insured savings 
account) plan early this year but was 
delayed in getting approval from the in- 
surance department. Then, by the time 
departmental approval was received the 
Treasury bond drive was scheduled for 
May 15 and the bank again held off, 
although some of the printing and forms 
were already in its hands. 





Allyn Announces 
N.A.I.C. Committees 


W. Ellery Allyn of Connecticut, pres- 
ident of National Assn. of Insurance 
Commissioners, has announced new 
committee appointments. Those of in- 
terest to life insurance are: 


Assistant Secretary’s Office—Hershey, 





Ill., chairman; Harrington, Mass.; Leg- 
gett, Mo.; Allyn, Sullivan, Kan.; and 
Martin, La., ex-officio as N.A.L.C. officers. 
°* A. & H.—Knowlton, N. H., chairman; 
Downey, Cal., vice-chairman; Soule, Me.; 
Crichton, W. Va.; Leslie, Pa.; Bohlinger, 

Y.; Hanley, Hershey, Dickey, 


N. Md.; 
Okla.; Apodaca, N. M. 
Blanks — Robinson, 


Ohio, chairman; 


Lange, Wis., vice-chairman; Harring- 
ton, Mass.; J. S. Maine, Tenn.; Earl L. 
Berger, Pa.; Burt, S. D.; C. J. McCann, 


Fla.; Carl Suverkrup, Ind.; Albert Bur- 
ger, Minn.; . Coulbourn, Va.; R. O. 
Hooker, Conn.; J. F. Col lins, N. ¥.3 G@ 
H. McAteer, Wash.; L. H. Sanford, Mich.; 
Cc. D. Spangler, Neb.; F. T. McGovern, R. 
I.; Esse D. Langston, Miss.; W. H. Bittel, 
N. J.; J. H. Powell, Ill.; J. R. Maloney, 
Cal.; Byron Beavers, Mo.; M. E. Martin- 
dale, Tex.; J. R. Glennon, Ia. 


Fraternal — Lange, Wis., chairman; 
Holmes, Mont., vice-chairman; Barrus, 
Wyo.; Krueger, N. D.; Leggett, Mo.; 
Hemenway, Vt.; Apodaca, Bisson, R. I.; 


Sullivan, Kan.; Donovan, Nev. 

Laws and Legislation — Butler, Tex., 
chairman; Cheek, N. C., vice-chairman; 
Knowlton, Kavanaugh, Colo.; Taylor, 
Ore.; Downey, Cravey, Ga.; Crichton, 
Leggett, Sullivan, Wash. 

Life—Harris, Minn., chairman; Alex- 
ander, Ia., vice-chairman; Kavanaugh, 
Bohlinger, Gwaltney, Ala.; Harrington, 
Butler, Southall, Ky.; Lange, Bisson. 

War Clauses — Harrington, chairman; 
Harris, Bohlinger, Alexander, Hershey, 
Butler. 

Standard Non-Forfeiture and Valua- 
tion Laws—R. O. Hooker, Conn., chair- 
man; Bittel, Langston, Raymond Harris, 
N. Y; Martindale, J. S. Maine, McCann, 
Cc. Fy ‘Spangler, McAteer. 

Social Security — Hanley, chairman; 
Apodaca, vice-chairman; Swain, Del.; 
Jordan, D. of C.; Donovan, Harris, Minn.; 
Krueger, O'Connell, Ida.; White, Miss.; 
Dickey. 

Taxation and Real Estate—Viehmann, 
Ind., chairman; Holmes, Montana, vice- 
chairman: Barrus, Wyoming: Swain, 
Del.; Gwaltney, Murphy, S. C.; Robinson, 
Burt, Alexander, O’Connell. 

Unauthorized Insurance—Stone, Neb., 
chairman; Gwaltney, vice-chairman; 
Southall, Barrus, Holmes, Gaffney, N. J.3 


Sullivan, Kan.; Soule, Sullivan, Wash.; 
Larson, Fla. 
Uniform Accounting — Forbes, Mich., 


chairman; Leggett, vice-chairman; Rob- 
inson, Gaffney, Bohlinger. 

Valuation of Securities — Bohlinger, 
chairman; Harrington, vice-chairman; 
Gaffney, Hemenway, Alexander, Sullivan, 
Wash.: Stone, Larson, Allyn. 

Sub-Committee — Harrington, chair- 
man; Gough, N. J.; Bohlinger, Allyn. 

Special Committee on Interstate Co- 
operation or Compact—Stone, chairman; 
Gough, N. J.; Bohlinger, Harrington, 
Sullivan, Wash.; Bowles, Va.; Knowlton, 
Forbes, Downey, Murphy. 


Economy Can Adjust 


To Private Pensions 
For All: Drake 


Prudential Specialist 
Hits Growing Support 
For Federal Pensions 


Addressing the national pension con- 
ference sponsored by N.A.L.U. at De- 
troit, William F. Drake, director of 
group annuity sales for Prudential, 
termed as nonsense “this business about 
establishing private industrial pension 
systems to cover all workers with the 
resultant building up of such tremendous 
reserves under those pension systems 
that we will ruin our economy”. He told 
his hearers that there are many who 
say these reserves, usually estimated to 
be upwards of $100 million, will dry up 
all the investment outlets, sinking in- 
terest rates, forcing reserves to be 
raised further and consequently driving 
interest rates still lower, etc. He said 
that anyone who will analyze this pre- 
dicted doom will not be frightened. 

“These fictional reserves do _ not 
spring up over night, they build gradu- 
ally, and the investment market is quite 
capable of adjusting itself to these ad- 
ditions,” Mr. Drake declared. “One of 
the large New York banks recently 
made a study of this question, pointing 
out about how many employes can be 
expected to be covered under private 
plans in the near future and what effect 
this increased coverage will have on 
funds seeking investments. Here is a 
summary of the bank’s reasoning: Out 
of the 36 million non-agricultural work- 
ers privately employed in the United 
States, perhaps 5 million employes 
would become covered by private pen- 
sion plans for the first time in 1950. The 
balance of the 36 million are either al- 
ready covered or are in employment in 
which it is not currently practicable to 
cover them. The bank believes this new 
coverage will mean an addition to the 
funds seeking investment of about $500 
million a year. If the rate of additions 
to insured and trusteed pension funds 
was $1.2 billion in 1949 it may be $1.7 
billion during 1951. There is a lot of 
difference between that figure and the 
imaginary $3 billion figure that is often 
quoted. The $500 million figure is an 
amount to which the orderly workings 
of the capital market can readily adjust 
themselves.” 

Mr. Drake called attention to what 
he called another aspect of the pension 
funding problem on which some queer 
thinking seems to be developing. De- 
spite recent amendments to the social 
security act, he told his hearers that 
there is growing support for the federal 
government’s taking provision of all 
pensions to wage earners. “I ask you, 
what is there about superannuation that 
makes it of greater importance than 
other important life contingencies such 
as extended illness, hospitalization, dis- 
ability or death? If the federal govern- 
ment should properly take over in one of 
these areas, why not in all of them? 
And then, how many of the individual 
freedoms our forefathers fought for will 
we, as individuals, have left? Will it 
benefit management or labor?” the 
speaker asked. He expressed belief that 
management and labor through collec- 

(CONTINUED ON PAGE 17) 
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PASSES $700 MILLION MARK 





Minn. Mutual Marks 70th Anniversary 
at Conferences in St. Paul and Banff 


Announcement that Minnesota Mu- 
tual had gone over its $700 million in 
force goal by $2,185,000, presentation 
of a painting of Chairman T. A. 


Phillips, description of a new four-story 
addition to the home office and a talk 
by Gov. Youngdahl of Minnesota were 





T. A. Phillips H. J. Cummings 


among the features of the company’s 
70th anniversary celebration and busi- 


ness conference held at St. Paul and 
Banff. 
It was Minnesota Mutual’s first na- 


tional conference in 11 years, making 
it quite an event even aside from mark- 
ing the 70th anniversary. 


Atmosphere of 1880 


Some 300 field representatives arrived 
in St. Paul and were conveyed from the 
station to the Hotel Lowry in tally- 
hos and other vehicles reminiscent of 
1880, the year the company was founded. 
Members of a reception committee, 
dressed in 1880-style clothes, greeted 
the delegates at the station and at the 
hotel. 

A luncheon officially opened the con- 
ference. In his welcome, Gov. Young- 
dahl talked on the state of the economy 
today and the fight each American has 
to overcome the threat of communism. 
He said that although we might beat 
the Russians with our military might 
we can not blot out the communist 
stain unless each person in the world 
makes it his own personal fight. The 
two things needed most at this time, 


said the governor, are “a sense otf 
humor and a sense of religion.” 
Lamont Johnson Presides 

Lamont Johnson, general agent in 
Spokane, convention president for 1950, 
was the master of ceremonies at the 
afternoon session at which talks were 
given by various home office officials 


on the contribution of their department 
to developing the market for the sales- 
man. Each department was compared 
to a division of an automobile factory. 
The actuarial department was likened 
to the research and design division; 
agency, marketing and sales; under- 
writing to manufacturing and produc- 
tion; comptroller to accounting; secre- 
tary, service and personnel; investment, 
finance; law and claims, distribution. 

Walter J. Rupert, vice-president and 
chief actuary, told of new plans of in- 
surance that will be coming soon as a 
product of the actuarial department. 

Alan D. Harmer, director of agencies, 
pointed out that 30 general agents have 
come up from the ranks of Minnesota 
Mutual agents and that the ultimate 
aim of the agency department is to 
bring success to every Minnesota Mu- 
tual representative. 


86% As Applied For 


Cc. L. O’Brien, underwriting vice- 
president, said his department’s aim is 
to try to issue all business as applied for 
and that last year it issued without 
change 86% of all business received. 

William F. Hagerman, comptroller, 
told of the methods of handling funds 
received and presented a challenge to 
the field to send in more business. 

Anderson, vice-president and 
secretary, announced a new and easier 
way to handle policy loans. 


Franklin Briese, treasurer, announced 
that Minnesota Mutual’s return on in- 
vested funds was larger than the aver- 
age of life companies generally. 

John Fischbach, general counsel, told 


of the satisfaction resulting from 
speedy distribution of life insurance 
funds. 
Portrait a Surprise 

The life-size portrait of Chairman 
T. A. Phillips was presented to the 


company at the opening luncheon by 
Wilfrid E. Rumble, a member of the 
board and long-time friend of Mr. 
Phillips’ on behalf of the trustees in 
appreciation of Mr. Phillips’ long and 
faithful services. 

The portrait, painted by Charles Fox, 
will hang in the home office. It was a 
complete surprise to Mr. Phillips. The 
work had been done from a photograph 
and by the artist’s observation unknown 
to Mr. Phillips. Mr. Phillips joined 
Minnesota Mutual in 1909 as secretary 
and actuary. In 1918 he was elected 
vice-president and in 1929 was made 
president. He was elected chairman in 
1947. His 40 years of service prompted 
the assignment. 


Moore, Brooks Give Talks 


Earle M. Moore, general agent at Los 
Angeles, expressed the thanks of the 
field men for a chance to participate in 
the conference, and Edwin F. Brooks, 
general agent at Florence, S. C., told 
what additional help the field would like 
from the home office. 

That evening the entire conference 
delegation and all home office employes 
and their wives were feted at a “rink- 
side dinner” at the St. Paul auditorium. 
Following dinner, the court of Boreas 


Commentary 
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The Level Of Success 


It has been said that you will never succeed beyond the pur- 
pose to which you are willing to surrender. This could well 
stand as a maxim and a warning to the life insurance industry 


and its members. 


his profession. 
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If, on the other hand, a company and its representatives are 
driven by the high humanitarian purpose which springs from 
their proper province—service to the community of men— 
their success must then be lofty and admirable. 


Do not forget, however, that as the parts of the whole and 
the links of the chain determine their ultimate values, so too 
the characters and purposes of the individual underwriters 
add up to form the sum of a company’s character. 
one, therefore, key his driving purpose to the level proper to 


Insurance in Force August 1, 1950 — $455,199,036 


Rex XIV, St. Paul winter carnival king 
(in real life Norman H. Nelson, vice- 
president of Minnesota Mutual), took 
over the proceedings and conferred hon- 
orary distinctions on some of the lead- 
ing field men. There followed one of the 
St. Paul “Pop” concerts. 


5-Minute Talks 


The second session got under way 
with 15 five-minute talks by field men: 
Robert Humpton and H. V. Stead, Dav- 
enport, “The Method of Cultivating 
Rural Areas”; Julian Weston, Florence, 
S. C., “Organizing the Day’s Work”; H. 
B. Diggs, Knoxville, “How I Won the 
Put and Take Contest”; Richard Link, 
Los Angeles, “Closing with the Success- 
o-graph”; Robert Gustafson, Duluth, 
“Field-Tested Sales Ideas”; Robert 
Harper, Denver, “Mortgage Protection 
Selling”; William Irvin, Fresno, “Build- 
ing 1,000 Clients”; Carl Rebhan, La- 
Crosse, Wis., “Enthusiasm”; C. D. 
Odell, Roanoke, “Selling Oneself”; 
Howard DeVries, Minneapolis, “Build- 
ing Clientele’; Robert Reed, South 
Bend, “Cheap Insurance Must Be Sold”; 
Vincent Triolo, Houston, “You Have 
to Want Something”; Harry Dahl, Ta- 


coma, “The Unusual’; John Foster, 
Seattle, “Investing In Knowledge”; 
Emile Strickland, Springfield, Mo. 


“Writing Large Volume in Small Com- 
munities”, 

At luncheon, speakers were Lloyd 
Douglass, general agent at Detroit: 
Commissioner Harris of Minnesota, and 
Newell Johnson, vice-president. Mr. 
Johnson spoke on the advantages of 
group insurance and its benefits to Min- 
nesota Mutual. 

There followed a tour of the home 
office. Groups of 10 or 12 were taken 
through the entire building and shown 
how the various departments functioned. 
Tea was served for the women in the 
lounge while there was a snack bar for 
the men. 

Entertainment that evening was 
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the field men. Various agencies 
vided singing, comedy, and contests. 

Next morning the five-minute 
were continued in a short business g 
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sion, President H. J. Cummings Pre 


sented the new additional sales materia! 


to the field men and explained its vajy. 
The group was then escorted in buses ty 
the White Bear Yacht Club outside § 
Paul for an afternoon of golfing, boat. 


ing, and other amusements. 


The Banff program included bys. 


ness sessions and recreation. 

The new four-story addition to th 
home office building will provide 40,009 
square feet of additional space, Plans 
call for large working areas and al 
modern office equipment. There will be 
self-operated elevators, an escalato, 
night watchman’s apartment, a publ 
basement garage, a drive-in space for 
delivery and mail trucks, a special Paper 
baling and scrap room, an electric dy 
system for easy telephone and appliang 
connections, latest type air-conditioning 
acoustic ceilings, scientifically measure 
lighting. : 


NAIC War Clause 
Meeting Called for 
Sept. 13-14 at N. Y. 


Commissioner Harrington of Massa 
chusetts, chairman of the National Assn, 
of Insurance Commissioners  subcom. 
mittee on war clauses, has called ; 
meeting of that group for 11 a.m. Sept 
13-14 at the New York City office o 
the New York department. 

The agenda includes consideration oj 
the report of the subcommittee dated 
Aug. 2, 1950; consideration of a draft 
of a model results clause and of al 
information from the life insurance in- 
dustry on status and results clauses; 
continued consideration relative to the 
merits of status clauses with a view to 
disposing of this matter; consideration 
of recommendations of the industry and 
commissioners on a suitable accounting 
procedure for accumulation of statistics 
relating to war clause settlements. 

The second heading on the agend 
covers consideration of possible effects 
of atomic warfare on the life insurance 
business and consideration of the in- 
dustry point of view on pooling or re 
insuring war losses (a) in lieu of war 
clauses; (b) in connection with losses 
resulting from atomic warfare; and (c) 
excess mortality resulting from war. 

The committee will also consider a 
possible reinsurance program dealing 
with war losses generally and any other 
problems within the committee’s scope. 

The drafting committee of the 
N.A.I.C. subcommittee—Massachusetts, 
New York and Iowa—will meet in ex- 
ecutive session with the industry draft- 
ing committee at 4 p.m. Sept. 13. Mem: 
bers of the full N.A.I.C. subcommittee 
are privileged to attend. 





John W. Carson has joined Jefferson 
Standard Life as medical secretary. Mr. 
Carson was for many years with Pilot 
Life in similar work. 

Connecticut General has named Har- 
old A. Ness assistant manager at De 
troit. He has been with the company 
at Minneapolis since 1946. 

Washington National has promoted 
P. C. Elliott, superintendent of Houston 
district No. 1 to manager of Houston 
district No. 3. He has been with the 
company at Houston since 1934 and 
was promoted to superintendent in 1938. 

L. B. Bigler, general agent for Get 
eral American at Salt Lake City, was 
recently made a bishop of the Mormon 
church. 

Louis Lipsky, president of Eastert 
Life, left by plane for Jerusalem to at 
tend an emergency conference of Jew 
ish leaders to discuss Israel’s financia 
problems. 

More than 150 agents and employes 
of the Salt Lake City agency of Equ' 
table Society were entertained Aug. % 
at the home of Clarence L. Madset, 
manager. 
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RAY FROM STANDARD PRACTICE 
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1 its valye§ The following letter to THE Nationa 

in buses tf XDERWRITER| Comes from _E. Dexter 

Outside Sfoodier of E, Dexter Goodier & Asso- 
Ng, bog, fates. group insurance and welfare fund 

yecialists Of Wauwatosa, Wis.: 
ded  bysi.f In your Aug. 25 issue under “Sales 


jeas of the Week” you have outlined a 
mnparison method of competing with 
je Cross. Many group representatives 
ye been using this method for some 
ime and it is also true that Blue Cross 
ys been using the same method in 
ye endeavor to sell their plan. Realiz- 
ng that many insurance agents may try 
» use this method of comparison we 
bel that due to some of our recent ex- 
periences a word of warning may be 
order. 

We all agree that in making compari- 
ots the statements made must be cor- 
ct. In the past we have analyzed 
hany such comparisons made both by 
ive Cross and group representatives 
nd found very few to be 100% correct. 
i; Blue Cross made the incorrect com- 
birison then management lost faith in 
ue Cross. If a group representative 
nade the incorrect comparison § then 
hanagement feared they could not trust 
Hat particular group writing company. 
We assume that the comparisons 
fund in the “Sales Ideas of the Week” 
ertain to the Blue Cross plan sold in 
he Chicago area. Perhaps these com- 
arisons are absolutely correct but let 
ys cover a few of the points shown in 
tis comparison and see how fast they 
an become incorrect. 

1. “Insurance companies guarantee 
ates for one year while Blue ‘Cross 
‘Bates are guaranteed for only 30 days.” 
[his statement has been true under most 
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e to theplue Cross plans. However, under 
- view to pany Blue Cross plans the contract 


iderationflder can now obtain a guaranteed 
istry andpetention and premiums and _ contract 
countingprovisions are guaranteed for a one 
statisticspeat Period. Up until yesterday Blue 
nts. (ross has in Wisconsin guaranteed 
» agendapates for 30 days unless there was a 
e effectsquuaranteed net cost arrangement. On 
nsurancepept. 1, 1950, there will be in Wisconsin 
the in Blue Cross contract covering 1,000 
g or repuployes without a guaranteed net cost 
1 of watktrangement with rates guaranteed to 
h lossesfept.. 1951. 
2, “Insurance company benefits are 
tniformly applicable anywhere in any 
nsider apcensed incorporated hospital. Blue 
(ross benefits lack consistency even 
from city to city. The benefits are 
applicable to the locality where the 
hospitalization takes place.” We believe 
that out of the 6,500 Blue Cross policy- 
wlders in Wisconsin 6,499 probably find 
his statement to be true. We did nego- 
tate for one of our clients a contract 
vith Blue Cross involving 3,000 em- 
hloyes where Blue Cross has guaran- 
red that the minimum benefit any em- 
ploye will receive in any hospital in the 
tnited States or ‘Canada will be what 
s allowed under the Wisconsin Blue 
toss plan. If an employe is hospi- 
alized in New York City he collects 
benefits as described by the New York 
lan because those benefits are more 
Neral than found in the Wisconsin 
-omoted 2 Like the | rate guarantee this 
Kereement provision is a clear case of 
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34 aft 4 “Ty - 
in 1938) = Under many insurance company 
fograms immediate maternity benefits 
OF Gen- te provided for all employes and de- 
ty, W#bendent wives insured at the effective 
Mormon ate, while under Blue Cross there is 
Mune month waiting period for mater- 
Easterthity benefits.” On the 1,000 life case 
1 to at-entioned under point 1 Blue Cross is 
of Jew- aking over the hospitalization insurance 
inancia'pt a commercial carrier. This carrier 
Provided no maternity benefits for de- 
nployesPetdent wives. Yet Blue Cross agreed 
f Equi} allow for the full cost of maternity 
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Aug. %§aes for a 10 day hospital period as of 
Madsen, Pot. 1, 1950, if 75% of the eligible de- 





oducer Cites Danger to Blue Cross 
rom Knuckling Under to the Unions 


pendents made application for benefits. 
We know of no other case where Blue 
Cross has done this in Wisconsin. 

4. “Insurance companies provide com- 
plete group insurance programs tailored 
to fit the needs of a particular group 
or situation. Blue Cross provides only 
one type of group coverage and that 
is hospitalization, although — surgical 
coverage may be obtained through 
Blue Shield.” Blue Cross has made 
attempts to overcome this handicap. 
Arrangements have been made by an 
insurance agency located in the middle 
west whereby this agency will under- 
write or handle all forms of group in- 
surance except hospitalization. This 
agency has an agreement with many 
Blue Cross plans whereby they will 
provide group life, sickness and acci- 
dent as well as other benefits and ad- 
minister the various coverages as one 
package. They shave been using one 
company as the underwriter of the casu- 
alty coverages and several companies 
as underwriters of the life coverages. 
They provide one application form and 
a single billing to the client. 

To further prove that Blue Cross 
plans are discriminating against their 
policyholders we only have to point out 
that in New York City we have a 
client that has the local Blue Cross 
plan. We believe that under the New 
York plan Blue Cross charges $1.24 a 
month for the single employe; $2.72 for 
a man and wife and $3.56 for employe, 
wife and children. These were the best 
rates we could obtain from Blue Cross 
and yet when the union asked for a 
rate they obtained a single rate quota- 
tion for all employes regardless of 
whether married or single of $2.41 a 

(CONTINUED ON PAGE 20) 


Favors Stocks for 


Pension Funds 


NEW YORK — Contrary to widely 
held opinions, common stocks should 
be a desirable form of investment for 
pension funds of large corporations, ac- 
cording to a survey that Morgan Stan- 
ley & Co. recently made on pension 
funds. 

Pointing out that trust officers have 
sometimes criticized common stocks in 
pension funds as not offering definite- 
ness in yield the report goes on to say: 

“We believe that over a long period 
a diversified list of carefully selected 
common stocks will provide substan- 
tially greater income than a_ similar 
investment in high grade bonds.” 

The survey added that a check made 
by a public utility of 114 other com- 
panies with pension funds showed that 
534%4% included common stocks in their 
holdings. 

As to industry’s ability to bear the 
cost of pension plans and the effect of 
large accumulations of pension funds 
seeking investment, Morgan Stanley 
commented that there have been some 
rather exaggerated estimates of the 
probable cost, the number of employes 
to be covered and the amount that 
will be available for annual investment. 

At the same time the firm forecast 
that the pension trend will slow down, 
partly because many big industries and 


corporations now have such plans, but - 


concludes that the long term effect of 
the pension movement on the economy 
cannot safely be predicted at this time. 


Vaughan & Spencer Move 


The insurance advertising agency of 
Vaughan & Spencer has moved to new 
quarters at 209 South La Salle street, 
Chicago. Charles D. Spencer & Asso- 
ciates, affiliated insurance publishers, re- 
main at 166 West Jackson boulevard. 








simply by getting results. 


point in changing. 








VACATIONS 


It’s vacation time and scientists have been telling 
what they think of holidays and vacations. They say 
that the advantages are not so greatly a matter of rest 
as of change. They say that you can be helped and 
re-created more by a change than by obtaining a rest. 


One gathers from this that an underwriter who has 
not been producing can get one advantage of a vacation 


would get something of a vacation by changing from 
writing one kind of business to writing another kind, 
or he would get a sort of holiday by making certain 
changes in his technique of selling. This is provided 
that his old technique was not working out perfectly. 
for if it were working out well then there would be no 
If a man is making a go of it, he 
probably does not want a vacation from success. 


The man who takes a needed vacation and gets a 
change from his original procedure and feels refreshed 
is ready to go back into production and may hope to 
get off to another good start. 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


One also gathers that he 














Mutual Funds 
fo Expand Sales 
Programs in Fall 


1,000 Dealers Will Reach 
300,000 Women in Talks 
Before 7,000 Groups 


NEW YORK—A strong impetus will 
be given this fall to the sales of mu- 
tual investment fund shares through 
the expanded activity of the Mutual 
Fund Institute, which was founded last 
year. These funds grew 33% in size 
during 1949, have more than 850,000 
shareholders, and more than $2 billion 
in assets. 

Since the stock market has been ex- 
periencing its post-war boom, agents 
have increasingly noticed in competition 
the presence of these funds. Shares are 
sold through direct salesmen or via se- 
curities dealers countrywide. The funds 
are vying with agents for the public 
investment and savings dollars and cut 
into the market for every type of life 
insurance but term. 

One of the securities sales and ed- 
ucational program to begin soon, with 
the participation of 1,000 investment 
dealers, is a major effort to interest 
women in securities investments. Ap- 
proximately 2,500 speaking presenta- 
tions will be made to 300,000 women 
members and guests of 5,000 to 7,000 
women’s clubs and organizations. 

This campaign is typical of projects 
planned by the fund dealers and will 
augment the expanded advertising and 
promotional efforts of large securities 
houses and the stock exchange to cre- 
ate wider public interest in securities 
investments. 


Expanding Fund Market 


The program at the annual mutual 
fund conference included talks on how 
fund salesmen can interest trustees and 
other fiduciaries in putting money into 
mutual funds. The spreading enactment 
of “prudent man” regulating statutes 
in many states will help this trend. 
Sales pointers include tips on how to 
sell shares on a group basis to parent- 
teacher associations, banks, to indus- 
trial workers, union treasuries, and 
others. 

A damper was thrown on the con- 
vention by the announcement a few 
weeks earlier by the securities and ex- 
change commission of a new statement 
of policy on permissible sales literature. 
Material valued at thousands of dol- 
lars must be discarded to conform with 
these rules. New sales literature is be- 
ing prepared however, and the slow- 
down in sales effort will only be tem- 
porary. 


New SEC Regulations 


Insurance men are pleased that the 
SEC prohibits representations or im- 
plications that an investor will receive 
a stable, continuous, dependable or lib- 
eral return or that he will receive any 
specified rate or rates of return. The 
policy statement also frowns on any 
assurances that the investor's capital 
will increase, be preserved, or protected 
against loss in value. Nor may accumu- 
lation of an estate be discussed without 
explaining the inherent market risks. 

Statements may not be made that the 
shares are similar to or as safe as gov- 
ernment bonds, insurance annuities, sav- 
ings accounts or life insurance, or that 
they have the fixed income, principal, 
or any other features of a debt security. 
Nor may it be implied that the funds 
are subject to the same or similar in- 
vestment restrictions or limitations, or 
have the fiduciary obligations imposed 
on savings banks or life companies, ex- 

(CONTINUED ON PAGE 20) 
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in @ series of advertisements outlining advantages enjoyed 
NUMBER ONE 1, ticig underwriters of the Equitable Life of lowe 


SCREENED FOR 


SUCCESS 


Feta underwriters of the Equitable Life 
of lowa are carefully screened to make sure that 
they have selected a field of endeavor for which 
they possess abilities and aptitudes conducive to 
success. The most scientific selection processes 
available are employed for this purpose in order 
that only those individuals clearly adapted to field 
underwriting will be accepted for training. In this 
way, the chances for successful careers are greatly 
enhanced for those who qualify for contracts with 


the Equitable of lowa. 


eq, NOUITABLE 
Life Insurance Company 
OF 1OWA 


FOUNDED IN 1867 IN DES MOINES 




















Are You Selling Your Share of 


JUVENILE INSURANCE ? 


More and more people are realizing the value of education and 
the wisdom of assuring their children's education through juvenile 
insurance. Reserve Life's flexible Juvenile Education Plan has 
been built to fit the needs of your prospects. 


Reserve Life also issues all standard policy forms, plus Retirement 
Income, Home Security, Monthly Income Disability, etc. Com- 
plete tested mailings to help you sell. 


For full information about a General Agency connection with the 
Company specializing in real cooperation, write to S. J. Gilbert, 


Vice President and Director of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 














PARADOXICAL SITUATION 
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Rush to Buy Farms Seen 
Cutting Mortgage Demand 


An unprecedented flight of capital 
into farm lands in the midwest since 
the start of the Korean war has re- 
sulted in a paradoxical situation which 
might start a downward trend in farm 
mortgage investments. 

Unnoticed by the general public and 
even the majority of business firms in 
the press of other financial and _ inter- 
national. news, this war-born boom in 
farm lands is causing increasing con- 
cern among corporate investors. Al- 
though the slightly more than one bil- 
lion dollars invested in farm mortgages 
by insurers last year represented only 
one-eleventh of the total real estate in- 
vestments, they have been both a de- 
sirable outlet for surplus funds and one 
which has been steadily increasing since 
1945. 

Reports coming into life companies 
disclose that there is an almost un- 
believable amount of ready cash on 
hand for the purchase of farms, with a 
declining need for mortgages. Com- 
panies which have been basing mort- 
gages on an average of $125 an acre 
for farm lands, with an absolute maxi- 
mum of $150, report that land at public 
auction this summer has been going 
for anywhere from $250 to $500 an 
acre. 


Gambling on Food Prices 


This means, in the opinion of observ- 
ers, that farmers are gambling—and 
probably correctly — that the high mar- 
ket price for food will hold. 

The market for investment, it is 
feared, will of necessity be narrowed. 
This is not surprising in view of the 
fact that the $19 billion held by the 
nation’s farmers in cash and govern- 
ment bonds in 1949 was almost four 
times enough to pay off existing mort- 


ages. 

Although fear of wartime inflation, 
it is generally agreed, sparked this de- 
luge of capital into the land, the time 
was over-ripe for farmers to start capi- 
talizing on their 10-15% returns of re- 
cent years. Here are some examples of 
recent auctions: 

In Illinois, a 182-acre farm, appraised 
this spring at $250 an acre, sold pub- 
licly at $315 an acre. 

In Iowa a 160-acre farm just sold for 
$50,000, with the seller carrying a mort- 
gage of $40,000, at 3%. 

In Tennessee a 160-acre farm sold 
for $500 per acre. 

In Kentucky, an improved farm sold 
for $1,006 an acre. 

In Nebraska a farm, which in May 
had been given an absolute top price 
of $21,000, sold at auction for $23,650. 

Buyers have primarily been men in 
their 30’s. 

Into the midwest agency of a large 
company came a man from Des Moines 
seeking to invest $250,000, a man from 
Sioux City, with $150,000, a man from 
Mason City with $100,000. 

Currently, at least 70% of farms in 
the United States are clear of debt. 

One insurance official said that all- 
cash sales of farms are of such pro- 
portions that he has never seen any- 
thing like it. 

Companies variously report that farm 
mortgage investments are up from 5% 
to 20% over this time last year. How- 
ever, any increase now is not considered 
significant—the trend in the next few 
months is expected to answer the press- 
ing questions today on the entire farm 
investment business. 

Meanwhile, mortgages on small and 
medium houses are soaring, with in- 
creases as high as 60%. One company, 
for example, lists heavy investments in 
small dwellings and apartment houses 
in Cuba, Texas, and the District of 
Columbia-Virginia-Maryland areas. Pri- 
vate construction, -it was pointed out, 


well overshadows business building. 

Purchase of FHA and G.I. loans ; 
reported as substantially increased Ove! 
last year. A decrease in April from 4s 
to 44% in FHA interest appears ,, 
have had little effect. q 

Contrary to the impression held A 
some quarters, there have been no acy 
shortages so far in building materig, 
and many feel that talk of such scars. 
ties was entirely artificial. 

According to the Institute of Life }p. 
surance, real estate mortgages, which 
accounted for nearly 22% of total i. 
vested funds in 1949, are still on » 
increase, 4 


N.A.L.U. Pension 
Conterence Scores 
Detroit Success 


A third in a series of outstandin 
N.A.L.U. pension conferences, featuring 
some of the country’s leading employ 
benefit authorities was held at Detdoi 

Hundreds of industrial and_ busines 
executives as well as bankers, attorney 
educators, and labor leaders attendej 
the all-day conference. Morning sped. 
ers included Judd C. Benson, preside 
of N.A.L.U.; William F. Drake, dire. 
tor of group annuity sales, Prudentia: 
William J. Casey, chairman of the boari 
of editors of the Research Institute ¢ 
America. Henry S. Stout, Dayton 
chairman of the N.A.L.U. committee 
industry development and _ information 
presided. 

The afternoon program included C. | 
Whipple, chairman of Hibbard, Spencer 
Bartlett & Co., Chicago, and Stef 
Hansen, group actuary Great-West Lif 

A digest of Mr. Drake’s talk appear 
elsewhere in this issue and a summar 
of Mr. Casey’s remarks will appear in: 
later issue. 

Mr. Whipple summarized his com: 
pany’s 45 years of experience with en- 
ploye pension plans. He pointed out th¢ 
pitfalls of self-administered plans, tel: 
ing how the reserves of his company’ 
plan had become. seriously impaired dur 
ing the crash of 1929. Pension pay 
ments to employes exceeded payments 
into the fund and employes had to be 
encouraged to stay on after retirement 
age. 





Hibbard, Spencer’s Evolution 


According to Mr. Whipple, in the 
evolution from a self-administered to a 


insured pension plan, his company tried 


various methods of managing the fund, 
but none guaranteed the security re 
quired to insure that adequate reserves 
would always be available to meet it: 
ture demands for pensions. Finally the 
company completely revamped the plan 
and set it up on a scientific basis, at- 
tuarially sound and guaranteed by a 
insurance company. 

The speaker warned that the dimin- 
ishing purchasing power of the dolla 
means that plans set up even a {et 
years ago and the social security sys 
tem. may prove inadequate. 

The remarks of Messrs. Benson anid 
Hansen were substantially the same 4% 
those delivered at the other pensidj 
conferences and these remarks wet 
treated at considerable length in pas 
issues of THE NATIONAL UNDERWRITER 

A fourth N.A.L.U. pension confet 
ence is slated for Oct. 5 at Pittsburgh 





Washington National has promoted 
G. D. Mansberger to manager of div: 
sion K. Mr. Mansberger has been supe 
intendent at Huntingdon, Pa., manage 
in Lewistown, Pa., and assistant div- 
sion manager. 
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Clarifies Basis 
of Voting in Wash. 
UCD Referendum 


E. M. Weston, president of Washing- 
ton State Federation of Labor, says 
q recent article in THE NATIONAL 
UNDERWRITER relative to the referendum 
yote on disability compensation in 
Washington Nov. 7 carried an incor- 
rect statement regarding the method of 
yoting and counting of votes. He cites 
the provision in the constitution which 
reads: 

“Any measure initiated by the people 
or referred to the people as herein pro- 
vided shall take effect and become law if 
it is approved by a majority of the 
yotes cast thereon: provided that the 
yote cast upon such question or meas- 
ure shall equal one-third of the total 
yotes cast at such election and not 
otherwise.” 

This means, Mr. Weston says, that 
at least one-third of the people who go 
to the polls on election day must vote 
for or against the measure, and that to 
carry, it must get a simple majority of 
the people who actually vote on the 
measure. “Thus, we feel that the meas- 
ure will be relatively easy to carry, 
jnasmuch as our entire organization 
membership is solidly behind it as ‘our 
major political activity’ of the election, 
and persons not voting on the measure 
will not be counted against it as was 
stated in your article.” 


History of Measure Reviewed 


Washington has one of the few 
monopolistic state fund workmen’s com- 
pensation laws, and when disability 
compensation ‘began to be a subject of 
conversation in labor circles there were 
many advocates of a state monopoly 
fund. 

“We did considerable research on the 
matter before sponsoring legislation,” 
Mr. Weston says, “particularly in re- 
gard to the effect such a monopoly fund 
law would have on contracts already 
in effect, as the result of negotiated 
agreements. We came to the conclu- 
sion that this was a field which should 
be left open to all companies on an 
optional plan basis and that we should 
encourage private enterprise, rather 
than to attempt to legislate against 
them. 

“We therefore invited representative 
companies to sit down with us to draft 
the legislation, along with the employ- 
ers. The Medical Assn. joined in the 
discussion and a very constructive pro- 
gram was evolved on an optional basis. 
The bill was presented to the legislature 
and the very same insurance people 
who helped us draft the bill and who 
were allowed to insert their chosen 
language into it, came out flat-footed 
against the bill, and proposed an alter- 
nate bill which was very restrictive, 
and created a monopoly of the most un- 
desirable kind. Despite this about-face, 
our organization (representing over 
300,000 AFL members in the state) 
was successful in having our bill passed 
by the legislature by a comfortable 
majority. Now, we are faced with the 
referendum sponsored by a small and, 
to us, quite selfish group. We expect 
to win the election by a comfortable 
majority, because all of organized labor 
in the state wants a disability com- 
pensation legislation. Only the CIO 
want the monopoly state fund, at the 
present time, and their ranks are not 
solid in the matter.” 


Calls Law Inevitable 


Mr. Weston declares that it is in- 
evitable that some type of disability 
compensation law will be enacted. “We 
mtend to encourage the growth of 
Private enterprise so long as it justifies 
our support. In this particular field of 
disability insurance, we may be forced 
to the conclusion that private enter- 
Prise does not want to be encouraged 
and thus, we would have to turn our 
attention to the obvious merits of a 
State monopoly fund. In any event, we 








will have a_ disability compensation 
program in Washington state, either 
this election or a later one and we be- 
lieve the insurance companies have an 
opportunity at this time to participate 
in the choice by supporting the present 
proposal.” 





Opens Canada Home Office 


About 400 Prudential employes 
boarded a _ special train at Newark, 
East Orange and Madison, N. J., for 
Toronto to start full-scale operations in 
the new created Canadian head office. 
The bulk of the employes consisted of 


Canadian trainees who had been brought 
to Newark for indoctrination last June. 
Prudential’s Canadian headquarters 
will occupy six floors of the newly con- 
structed Bank of Nova Scotia building 
in downtown Toronto. It will be staffed 
by Canadians except for a small New- 
ark group. More than 100 tons of com- 
pany records and other working equip- 
ment, shipped by truck and trailer, ar- 
rived in Toronto. 

T. W. McKay, formerly assistant 
group supervisor for Great-West Life 
at Hamilton, has been appointed group 
supervisor for the western Ontario 


branches of Hamilton, London and 
Guelph. R. M. Gaby has been named 
assistant group supervisor at Toronto. 





Ohio State ‘Adds for Adams’ 


With “Add for Adams” as its slogan, 
the field force of Ohio State Life 
launched its president’s campaign in 
honor of President Claris Adams. The 
field force has been divided into four 
groups and cash awards will be made 
to the winners. The winning agency 
will be presented the president’s tro- 
phy. The campaign ends Oct. 31. 
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(4) NO MORE FEARS 


This is the fourth in a series of advertisements on the living values of 
life insurance. Each one is presented as a serious tribute to every life 
underwriter in the business who is helping people to understand and to 


use life insurance to solve life’s financial problems. 


HomeE LIFE INSURANCE Co. 
2536 Broadway, New York, N. Y. 


“A Career Underiuriters® Company’”’ 








6 





HteNATIONAL 





September 8, 1959 











Trend to Term Splits Company Ranks 
ARE “SOFT” SALESMEN SETTLING FOR LOWER PREMIUM POLICIES? 


The prolonged industrywide trend to panies although their concern is far from 


term is continuing at a steady pace with 
no sign of a let up, an informal check 
of 1950 production in about a dozen 
eastern companies shows, and the fac- 
tors responsible for the trend seem 


destined to endure for some time. 
The increased sale of term is viewed 
with considerable gravity in some com- 


{% 


unanimous. While admitting that term 
has its place and that it is often the 
best type of coverage for some needs, 
those worried by term volume assert 
that in a period of unprecedented pros- 
perity the trend should be in the opposite 
direction. Sales forces are putting too 
much emphasis on the death instead of 


“ WE'RE POPULAR 
... AND WE LIKE IT! 





That’s good, too. 


Seems that such a size is popular. And we're 


glad of it. 


Folks tell us it’s because of our size. 

You see, American United is big enough to be big, 
yet small enough to be small. Big enough to be 
among the top 10% of American life insurance 
companies; big enough to be a factor in the invest- 
ment market; big enough to enjoy all the economic 
advantages of bigness. That’s good. 

Furthermore, American United is small enough 
to be small. Small enough to know its people by their 
first names; small enough to worry about an indi- 
vidual policyholder’s problems; small enough to see 
its entire investment forest and every tree in it. 






































AMERICAN UNITE 


HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST, 


INDIANAPOLIS, INDIANA 







LIFE INSURANCE COMPANY 














“AN INDOCTRINIZATION COURSE FOR NEW AGENTS” 


Made available to agency organizations by 


THE LIFE INSURANCE MARKETING INSTITUTE 
OF PURDUE UNIVERSITY 


This one-week, inexpensive, course is designed to lift from the shoulders of 
the manager or supervisor the task of explaining the simple facts of life in- 
surance to the new agent, without interfering with the regular training pro- 
gram. His company’s “preliminary” course is administered and his rate book, 
dividend manual and home office instructions are used, preparing the new 


agent for immediate sales activity. 


For complete details write 


HAL L. NUTT, Director 


THE LIFE INSURANCE MARKETING INSTITUTE, PURDUE UNIVERSITY 
LAFAYETTE, INDIANA 











the living values of life insurance, the 
term de-emphasizers maintain. 

On the other hand, some companies 
are very term minded. Term sales are 
promoted to the exclusion of investment 
type policies which are discussed only 
at the prospect’s request. Other com- 
panies, while not so avid about term, 
make little discrimination between it 
and cash value coverage. They are con- 
tent to let term volume grow un- 
checked. 

In some companies term comprises 
70% of new business. In others the per- 
centage is near 15%. The industry aver- 
age is higher than but closer to the 
lower figure. 

The trend to term is not uniform 
among companies. Some have main- 
tained a steady 50 or 60% of volume in 
term for years and an increase of 1 or 
2% with them hardly constitutes a trend. 
The companies formerly issuing low per- 
centages of term are most concerned. 
The net effect of the trend is for the 
companies selling small amounts of term 
to record sizable increases and for the 
companies selling a large volume of it 
to maintain or slightly increase their 
already high percentages. 


War Clause Selling 


The Korean war and war clause sell- 
ing has made an immediate contribution 
to increased term sales. This, however, 
will probably level off as a factor on a 
long term basis when production records 
feel the impact of company refusal to 
write it on risks exposed to mobilization 
or in the armed services. 

Current inflationary tendencies, in the 
long run, will probably be a greater 
factor in the term boom than war clause 
selling. In the near future the emphasis 
on programming which will follow the 
revision of the social security act will 
also make a permanent contribution to 
sustained high term volume. 

The lack of a common barometer for 
measuring term sales impedes clear in- 
dustrywide thinking on the trend but 
the subject is getting considerable atten- 
tion from agency men and actuaries 
regardless of the attitude of their com- 
panies toward it. Many discussions 
center around whether companies should 
expand term sales further or do some- 
thing to discourage their growth. 


Complex Statistical Picture 


Despite the abundance of insurance 
statistics no immediately available indus- 
trywide index to term sales is_ kept. 
Analysis is complicated by different 
company methods of recording term 
which appears under a variety of names. 
A company-by-company check of annual 
statements is needed to show compara- 
tive figures over a long period. Occa- 
sionally actuarial teams have _ under- 
taken the task for different groups of 
companies. The last major study com- 
pared term volume of 50 companies in 
1946 and 1948. Since then the trend has 
developed even further. 

Current record sales volume would 
be debunked in embarrassing fashion, 
many think, if its term component were 
discounted or clearly labelled. 

The latest Institute of Life Insurance 
study predicts an 80% increase in pre- 
miums for 1950 compared with 1940 but 
these will represent a decline from 4.9% 
of national income to 3.25%. Some of 
this premium showing is due to the 
expansion of group life, but over-all it 
indicates that life insurance will get one- 
third less of national income in 1950 than 
it did in 1940. This is a very sobering 
antidote for those who are overly en- 
thusiastic about current sales figures. 

Generally a company’s attitude toward 
term can be determined by relating its 
in-force ranking to its position in the 
asset standing. A company with a sub- 
stantial volume of term would be con- 
siderably lower in the asset table than 
in the in-force ranking. 

Inflation is taking away some of the 


additional national income but not aj] 
The public is saving more money than 
it ever has. This indicates to some tha 
there is plenty of untapped money in the 
public pocket that should go into life 
insurance. 


REASONS FOR TREND 


SESE 


Many factors contribute to expanded 
term sales. Comprehensive training, em. 
bellished since the war by company 
schools and elaborate education fagjfj. 
ties, including Life Underwriters Train. 
ing Council, emphasizes the total needs 
sales approach. There is a_ tendency 
toward programming as contrasted to 
package selling. 

Agents today like to build a clientele 
that will stay with them. They set out 
detailed programs to cover all foresee. 
able needs. If necessary a framework 0; 
term is laid out to be filled in later by 
cash value cover. Many veterans are 
term conscious because they carried 
their National Service life insurance that 
way during their military careers. 


Inflation Has Raised Sights 


Inflation has raised the sights of the 
public and of agents about the total 
amount of protection needed to offset 
decreased purchasing power. Some be- 
lieve that insurance salesmen haye 
softened and that managers and agents 
have forgotten how to sell during the 
boom and are taking the easy way out 
by selling cheap insurance. Many of 
today’s agents have never had to sell in 
a period when economic conditions were 
difficult. 

Many agents like to build a house of 
term protection for a prospect or client 


so that desired coverage can be given at 
(CONTINUED ON PAGE 16) 
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Service Problems 
Replace Sales Task 
on New York DBL 


Service and administrative tasks have 
replaced the sales problems of group 
companies with the New York state 
disability benefits law but there is still 
considerable interest in the outcome of 
the production race which ended two 
months ago. 

Final statistics are eagerly awaited 
from the workmen’s compensation board 
to clarify the competitive results. » 

Currently group departments are pri- 
marily concerned with getting employer 
accounts rolling smoothly. Claims are 
falling into a normal pattern after an 
upsurge immediately after the act be- 
came effective attributed to the filing of 
pre-act disabilities. j 

The major unforeseen problem is the 
educational job which has to be done 
with employers and employes on the 
coverage. Companies are receiving thou- 
sands of queries. Some of these are 
caused by company variations in plans 
and methods of computing premiums. 
Employers have now had a chance to 
talk over their plans among themselves. 
If their plans aren’t exactly alike, they 
ask why. 


Group Staffs Still Busy 


Group staffs are as busy as they were. 
The extra personnel that were attached 
during the sales campaigns have re- 
turned to their former work. Companies 
which brought in men from out of state 
have redeployed them. 

Sales data will be some time forth- 
coming. To date it is agreed only that 
the casualty companies wrote most of 
the smaller cases. The remainder of the 
picture is confused, even after review 
of the results of individual companies. 
No two companies record sales in the 
same way. In one company a sales 
figure shows 300 employers but in an- 
other this might be reported as one 
union trusteed case. Instead of uniform 
reports, records indicate premium, lives, 
employers, etc. A clear view awaits 
oficial data from the compensation 
board. 

Group men believe that the original 
estimate of 170,000 employers in the 
state is far out of line. Some place the 
actual figure at approximately 100,000 
even though some employers were not 
covered until weeks after deadline. One 
company reported that it received in- 
quiris about coverage from employers 
after the latter, in August, had received 
copies of a questionnaire from the com- 
pensation board asking them what kind 
of policy they had bought. The deadline 
for coverage under the law was June 30. 





Labor Dept. Attitude Seen 
Favorable to Changes 


WASHINGTON — As hearings 
opened Wednesday at the labor depart- 
ment on the effect of inclusive employer 
contributions to welfare plans in com- 
puting overtime pay, Eugene Thoré 
general counsel Life Insurance Assn. 
of America, or a representative of group 
life insurers planned to appear in sup- 
port of changes suggested by life people 
mM wage and hour division regulations. 
Following a recent conference be- 


tween Mr. Thoré, Robert L. Hogg, 
executive vice-president American Life 
Convention, and department officials, 


the attitude of the latter towards sug- 
gested changes was reported sympa- 
thetic. 

L.I.A. and A.L.C. filed three memo- 
randa with the department in’ which 
several points were made for modifica- 
tion and clarification of the regulations, 
Which are reported to have been ac- 
cepted by officials. 

One point made is that group divi- 
dends paid should not be construed as 
Iterfering with payments “irrevocably” 
made under welfare plans. Another 





XUM 


point involves whether or not group 
coverage shall be treated as compensa- 
tion of employes. 

A third point involves the regula- 
tions’ provisions that employers’ pay- 
ments must be made to a third party 
or trustee. Life representatives said 
some life companies have their own wel- 
fare plans, and ask why one such should 
not be allowed to act in dual capacity 
of employer and trustee for the plan, 
instead of turning over contributions 
to an outside party in order that con- 
tributions not be counted as part of 
the “reguiar rate” of pay, for purpose 
of calculating overtime. 


Roberts Assistant Manager 


Hugh O. Roberts has been appointed 
as assistant manager at Des Moines of 
Prudential. Fred Van Rheenen is man- 
ager. Mr. Roberts has been one of the 
leading agents of Prudential since he 
joined the agency more than a year ago. 





U. S. Life Service Benefits 


U. S. Life has announced that em- 
ployes going into the armed services 
will be given two weeks’ salary if they 
have less than a year’s service, with a 
graduated scale up to those with a maxi- 


mum of five years, who will receive 
three months’ pay. There will be indi- 
vidual consideration for those having 
over five years with the company. No 
decision has been reached as to group 
benefits, although the job or an equiva- 
lent one will be guaranteed upon return. 





Life of Georgia has sold for $1.4 mil- 
lion the Franklin Simon store property 
in Atlanta to Webb & Knapp, New 
York development firm. At the same 
time, Connecticut General made a mort- 
gage loan of $1.6 million on the prop- 
erty and some other parcels in the 
Same area, 
















The Contents: 


Sole Proprietorship, Partnership, and Close 
Corporation Insurance is analyzed, evaluated, 
concisely, interestingly . . . as only 


solved... 
H. P. Gravengaard can. 


Business Insurance. 


nsurance 


A Story to Thrill Old and New Agents 


To read this booklet is to awaken to the 
golden opportunity in the field of business insur- 
ance. Each page sparkles with ideas that thrill 
old and new agents alike. 


The amazing benefits of Key Man Insurance 
and a suggested Plan round out the fascinating 
story. This is the booklet all Home Office execu- 
tives, General Agents, and Managers have been 
seeking to enflame the interest and enthusiasm 
of their growing men in the booming field of 








EVERY AGENT SHOULD READ... 





STIMULATES BUSINESS 
INSURANCE SALES 


AS NEVER BEFORE 


ATTRACTS BIGGER — 


BETTER SALES 


..--the first FASY step into the 
GOLDEN FIELD OF BUSINESS INSURANCE 


Business Insurance is Easy 


@ The Opportunity for the Agent 
@ The Problems of Business 
@ The Solution through Business Insurance 


Business Insurance, as Mr. Gravengaard 
points out in this little booklet, is not one bit 
more complicated than personal insurance. The 


average life underwriter can handle business 


insurance without difficulty. 


Business Insurance Goes Beyond 


The record proves conclusively that business 


insurance concerns little business far more vitally 
than big business. Think of the possibilities for 
increased sales since 95% of all business in the 


United States is so-called ‘‘small business". 
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a ONE OF OUR specialties in 
Occidental—helping to make big cases 
out «‘ little ones and thus building 
b premium income. In a time when the 
trend is to lower premiums, that’s 

important. 


It’s done with supplemental benefits 
added to the original policy. 


Add Family Income, Income Protec- 
tion, Mortgage Protection, Income 
Disability and Accident & Sickness 
benefits to your client’s policy on any 
plan, and what have you got? 


For him, the kind of one-package 
program that meets his insurance 
needs. For you, the kind of premium 
that meets your income needs. 








INSURANCE COMPANY of CALIFORNIA 
V. H. JENKINS, Senior Vice President 


“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU 00” 


A friendly agency 
minded Company 






whose 50 years of 
progress has been 







built on service. 


ATLANTIC LIFE 


INSURANCE COMPANY 
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Geriatrician, Life Advertisers Trade 


Views on Presentation of Retirement 


Life insurance advertisements and pro- 
motional literature which contribute to 
the public misconception that retirement 
is a “sweet release into green pastures” 
distort the truth about old age, accord- 
ing to Dr. Martin Gumpert, prominent 
New York geriatrician and writer on 
the problems of the aged. 

Instead, he believes life insurance com- 
panies, in their contacts with the public, 
should try to spread information which 
will encourage wider public interest in 
the problems of the aged and contribute 
to the education of the public about the 
great problems aging presents and how 
to solve them on geriatric principles. 

Dr. Gumpert, is not a critic of life 
insurance itself, but he differs with the 
porttayals of retirement made in some 
insurance advertising. A columnist, and 
author of a book and many articles on 
the subject, Dr. Gumpert’s views on life 
advertising reported in recent articles in 
“The New Yorker” magazine which dis- 
cussed gerontological issues at some 
length. The doctor is quoted as saying 
“The conventional concept of retirement 
is plain idiotic. I know the novels and 
insurance company ads picture it as a 
sweet release into green pastures, but it 
is a tricky event in our lives and has to 
be handled carefully. An abrupt retire- 
ment is likely to mean a shortening of 
life. An individual can’t just suddenly 
retire out of a busy life into one of rela- 
tive indolence.” 

Dr. Gumpert also expressed the opin- 
ion that life insurers have helped give 
people the idea that they need not slow 
down or take health precautions on 
physicians’ advice. Some people, he said, 
think that because their life insurance is 
in order that they can afford to die. 


Philosophy Involved 


The doctor cited the case of a man 
who “was entirely willing to have a rich 
widow as his monument. The insurance 
companies in this country have 
turned death into a financial transac- 
tion. From childhood on, people are 
conditioned to accept the idea of dying 
in terms of money. There is something 
blasphemous about the way insurance 
companies try to deprive us of the risk 
dying. I say this because I happen to 
think of dying as one of the noble facets 
of life. When an insurance salesman 
rings my bell, I subject him to an in- 
tensely philosophical discourse on the 
essential immortality of our species. I 
do the talking.” 

Discussing these views with THE 
NATIONAL UNDERWRITER, the doctor ex- 
pressed great disapproval of the preva- 
lent concept that retirement be compul- 
sory at a fixed age such as 65. He be- 
lieves that education should become an 
integral part of human activity over the 
entire life span. Retirement should be 
predicated upon medical standards, not 
age. Because it may come earlier for 
some than for others preparation for it 
should begin at the kindergarten stage. 


Emphasis Other Phases 


Life insurance advertising should turn 
from portraying retirement in a rosy hue 
and a life of leisure and idleness and pic- 
ture it as an involving continual, happy 
and healthy community life. It should 
present retirement for what it is. Adver- 
tising could contribute to outmoding 
current public ideas about senescence. 
Older people should be kept active. It 
need not be what they have been doing, 
perhaps something else, the doctor be- 
lieves. In another section of his “New 
Yorker” interview, he said “Working is 
a better kind of life insurance than pay- 
ing premiums on policies.” 

Life advertising men don’t differ with 
Dr. Gumpert’s statement that prepara- 
tion for retirement in its many phases is 
desirable. They point out however that 
a question of young psychology is in- 
volved and if men in their 30s were given 
the idea that retirement involves agonies 
few would be interested in buying insur- 
ance. The bait of a golf game, fishing 


trips, etc., has been proven by sales ex. 
perience to be needed to arouse interest, 
If that can’t be done the younger men 
will not buy retirement income. They 
would then be faced with financial diff. 
culties which would be much more seri. 
ous than the mental adjustments jn. 
volved. 


Have Sales Function 


Advertising men state that the basic 
job of life insurance is providing the 
financial preparation for retirement and 
that the educational aspects of prepar- 
ing persons for retirement, though im. 
portant, must be considered after the 
financial planning is in order. Advertis. 
ing of necessity is more than a public 
service and public relations function. It 
is a vital part of selling new business 
and must give companies proven results 
in a business sense, intangible or real, 

Some companies use retirement jn. 
come advertising as a prospecting tool 
and though stressing the financial 
aspects of retirement do not necessarily 
imply that it is the only retirement 
problem. They continue to place their 
greatest emphasis on financial prepara- 
tion because it is the most important 
problem. 

There is general agreement that re- 
tirement at a fixed age is not a perfect 
idea but assert that no substitute for it 
has been developed. In the ideal world 
retirement could begin with disability 
determined by medical standards. The 
sour experience with disability income 
and the difficulty of determining when 
a person is disabled in practice make 
that an impossible criterion. 

At least one company is currently do- 
ing some advertising along the lines sug- 
gested by Dr. Gumpert. Alan M. Ken- 
nedy, director of public relations, North- 
western National Life, says his company 
selected geriatrics as a field of rising 
public interest some years ago and that 
the purpose of its national advertising 
has been to inform people on medical 
progress in geriatrics with only minor 
and almost incidental reference to life 
insurance as a means of financing the 
extra years of life people will enjoy in 
the years ahead. The company’s ads 
raise some of the serious questions so- 
ciety faces because people are living 
longer and is not restricted to either the 
physical or financial aspects of living. 


New N. Y. License Ruling 


The New York department has issued 
a ruling effective Sept. 1 requiring all 
applicants for licenses who fail four 
consecutive written examinations to 
submit a new application and new fee 
before being admitted to further exami- 
nation. 

In a letter to the companies, the de- 
partment said the action is necessitated 
by the increased number of examina: 
tions taken by persons who “apparently 
have not been properly trained or pre- 
pared for the examinations.” 








Several hundred politicians, labor 
leaders, public officials and business men 
attended a reception in St. Louis honor- 
ing Sidney Salomon, Jr., St. Louis life 
insurance man, who recently was named 
treasurer of the Democratic national 
committee. 





Trained Manager Available 


Experienced General Agent, age 38, a 
C. L. U., now operating an agency in a city 
of less than 100,000 population producing 
one and one half million annually for one 
of the big ten wishes an opportunity in a 
larger city. Five years experience as per- 
sonal producer and member of all com- 
pany’s Leaders Clubs as well as National 
Quality Award winner for six years. Pres- 
ent agency built from scratch. Pension 
Trust, Estate Analysis and Group experi- 
ence. Present city not place of origin. Ad- 
dress B-63, National Underwriter, 175 W. 
Jackson Bivd., Chicago 4, Ill. 
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accabees Life 
nsurance Society 


ls the New Name 


DETROIT — At the quadrennial 
necting Of Maccabees the name of that 
ganization was changed to Maccabees 
lite Insurance Society. According to 
john P. Stock, who was reelected presi- 
yent for another four years, the change 
;, name was deemed advisable to de- 
«ribe the order more accurately, but 
yo changes in the objectives or policies 
will be made. Peter Wiggle, secretary- 
yeasurer, and the directors were re- 
dected. 

According to President Stock, assets 
of the society increased by $2,808,720 
jyring the first seven months of the year 
ad total assets now amount to $85,020,- 
143, with a membership of more than 
490,000 in the U. S. and Canada. There 
ye 1,322 local units. Some 117 dele- 
ates atended the convention. 





International Claim 
Assn. Agenda Set 


The program for the annual meeting 
of International Claim Assn., to be held 
at the Greenbrier, White Sulphur 
Springs, Sept. 18-20, has been com- 
pleted. Following presentation of the 
gavel to President John A. Blanchfield, 
assistant secretary Aetna Life, there 
wil be a welcome by Commissioner 
Crichton of West Virginia, after which 
Mr. Blanchfield will speak. 

“Claim Administration under the New 
York Disability Benefits Law” will be 
developed in a talk by Mary Donlon, 
chairman New York workmen’s com- 
pensation board. V. J. Skutt, president 
of Mutual Benefit H. & A., will discuss 
claims. 

At the Tuesday session, Robert 
Dechert, attorney and general counsel 
Penn Mutual Life, will consider prob- 
lems involving title questions of insur- 
ance policies in claim settlements. Dr. 
Milton Helpern, deputy chief medical 
examiner, city of New York, will give 
an illustrated lecture on how “A _ Pa- 
thologist Looks at Some of the Prob- 
lems of a Claim Man.” 

At the final session on Wednesday 
morning the speaker will be Manuel M. 
Gorman, assistant counsel of Life In- 
surance Assn. of America, on “Public 
Relations and the Anti-trust Laws.” 
Committee reports and election of 
oficers will end the meeting. 





Harry Schultz Honored as 


Insurance People 


Watch Political 


Situation in N. Y. 


NEW YORK—Walter A. Lynch was 
agreed upon by New York state Demo- 
cratic leaders as candidate for governor 
in a pre-convention caucus. Mr. Lynch 
was the chief Congressional proponent 
of retroactive federal income taxes on 
life companies and has been fighting 
for the inclusion of total and permanent 
disability benefits in social security. The 
remaining opposition to Lynch favored 
Oscar R. Ewing, federal security ad- 
ministrator. 

Earlier Judge Albert Conway of the 
court of appeals, former insurance 
superintendent, was a front running 
candidate but he withdrew after being 
opposed by the C.I.O. 

Insurance names were set to enter 
the Republican party picture when Joe 
Hanley, incumbent lieutenant governor, 
decided whether he would run for that 
office again or for the Senate. State 
Senator Walter J. Mahoney, Buffalo, 
former head of the joint legislative 


committee on insurance rates and regu- 
lation, has supporters who wanted him 
to run for lieutenant governor, although 
he was said to prefer his job as head 
of the Senate finance committee. 

Miss Mary Donlon, chairman of the 
workmen’s compensation board and ad- 
ministratrix of the state disability bene- 
fits law, was mentioned as candidate for 
the Senatorial nomination. 





J. J. Miller Becomes G. A. at 
Chicago for Life of Va. 


J. J. Miller has been named general 
agent for Life of Virginia in Chicago. 
He has resigned as vice-president and 
manager and sold his interest in Life 
Associates, general agency of Conti- 
nental Assurance affiliated with Conk- 
ling, Price & Webb general insurance 
agency. 

The new agency is. quartered at 208 
South La Salle street. Life of Virginia 
has but one other outlet in the city 
through Marsh & McLennan. 

Associate general agent in charge of 
brokerage is Darwin A. Medaris. Mr. 
Medaris was brokerage man with John 
Hancock in Chicago for many years. 


Barton Meays, educational director of 
Continental Assurance is temporarily in 
charge of Life Associates. 

Mr. Miller has spent all of his life 
insurance career at Chicago. Entering 
the business in 1936 as an agent with 
Northwestern National, he soon was 
promoted to supervisor. A short while 
later he went with Occidental as super- 
visor and brokerage manager. He then 
joined Franklin Life as assistant general 
agent, subsequently becoming general 
agent for Security Mutual. Last year 
he was awarded the Continental agency 
achievement trophy for being the com- 
pany’s outstanding general agent. He is 
a marine veteran. 





James Waddington, formerly with 
Van Cleve Estate Service, Los Angeles, 
has been appointed office manager of 
the Yates agency of Massachusetts Mu- 
tual Life in Los Angeles. 





Passengers on Argentine trains are 
getting free life and accident insurance 
for each trip. The maximum payment 
for death or injury is $1,650. Passenger 
fares have also been increased. 
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Mutual’s Agent of the Year 


agency of Mutual Life at Chicago, has 
deen designated “field underwriter of | 
the year” by the company. He received | 
asterling silver cup 19 inches high and | 
il inches in diameter at the agents’ 
business and educational conference in | 
New York City. Mr. Schultz joined the 
company in 1929 and has qualified for 
the Million Dollar Round Table for the 
past eight years. He is president of the | 
Chicago Life Underwriters Assn. and, 
las been a C.L.U. since 1932. 





Mutual Service Tour 


The 17 top agents of ‘Mutual Service 
of St. Paul and their wives have com- | 
pleted a two-week all-expense paid tour 
4s an award for sales records. The tour 
included a stop at Lake Success, where 
several of the group attended United 
Nations sessions. 





Girard Life Moves to Dallas | 


Girard Life, which was purchased by | 
Guardian International of Dallas some 
Months ago, is being moved to Dallas 
this week. It will be housed in the 
Guardian International building. | 





Harry R. Schultz, of the Persons | 


CRAWFORD H. ELLIS 
President 


EDWARD G. SIMMONS 
Executive Vice President 


KENNETH D. HAMER 
Vice President & Agency Director 





more 


Suwiew 
Pan-American Agents have a real 


desire to serve their clients. What's 
. .. they’re armed with 


competitive merchandise, flexible 
underwriting, sales aids . . . all giving them 
a better chance at success. 


By careful selection and training of its 
representatives, Pan-American’s clients are 
served only by men and women thoroughly 


competent—trained to give intelligent 
insurance counsel. Their desire to serve is 


intensified by a plan for compensation 

which gives greater recognition to 

those who perform their work exceptionally well 
and render outstanding service. 






For Information Address: 


CHARLES J. MESMAN 
Superintendent of Agencies 
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Life Insurance Is Financial Time-Binding 


For many centuries man has empha- 
sized the differences between himself 
and other living creatures and played 
down the similarities. He has found it 
necessary to do so in order to remind 
himself that he has a nobler side. He 
has discovered that his baser side, his 
“animal” tendencies if not held in check 
will lead to his own destruction. It is 
obvious that man has a number of 
points of difference from the animals 
around him and he has sought many 
ways of explaining these differences. 
Some or all of these distinctions may 
be right. Certainly what matters most 
is that man continues to see the need 
of cultivating that side capable of ap- 
preciating and creating love, compas- 


sion, beauty and intellectual achieve- 
ment. 

Probably the most recent job of cate- 
gorizing man in his relationship to 


other living organisms was done by a 
Polish professor of physics and mathe- 
niatics, Count Alfred Korzybski. 
Korzybski was, among other things, the 
founder of an academic discipline which 
has become increasingly popular in 
American universities and is known as 
general semantics. Korzybski, who 
worked in the United States for many 
years following the first world war and 
died a year ago in Connecticut,-in 1922 
wrote a book which became a corner- 
stone of general semantics, called ‘““Man- 
hood of Humanity.” In it de- 
marcated man from the other types of 
organisms by defining the human _ be- 
ing as a “time-binder.” 

An individual cell or a plant repro- 
duces, takes on nourishment and ex- 
hibits a sensitivity to stimuli. Each of 
these processes is chemical in nature. 
Therefore this little cell or plant may 
be classified as the “chemistry-binding” 
class of life, reasoned Korzybski. 

Beyond this one-dimensional class of 
life, Korzybski placed members of the 
animal kingdom, mammals, birds, fishes, 
insects and reptiles. These organisms 
are also chemistry-binding, but they 
have another distinguishing character- 
istic, they are able to move around un- 
der their own power, to conquer space. 
Korzybski defined this two-dimensional 
class of life as “space binding.” 

He saw that man chemistry- 
binder and a space-binder but that man 
also the unique characteristic of 
operating in the time. 
There is no other animal or organism 
which has developed the faculty of 
leaving a record of its progress for the 


he 


is a 


has 


dimension of 


improvement of its descendants. Man, 
he maintained, has conquered time and 
is a “time-binder.” 

Korzybski perceived that man _ con- 
stitutes the only class of life capable 
of recording by language its experi- 
ences. He used this distinction to sharp- 
ly severalize humans from animals, 
despite the undoubted biological simi- 
larity between man and monkey, for 
example. Through the power of speech 
which is as much the physical basis 
of constructural thought as protoplasm 
is the physical basis of life, Korzybski 
put his finger on the true “manhood of 
humanity,” the ability of man to in- 
vest his inheritance as capital and pro- 
vide to his descendants dividends for 
the future. Man’s highest function was 
seen to be in time as the animal’s high- 
est abilities are in space. Just look 
around and see how much we have that 
has been passed on to us as the result 
of the knowledge and the labor of men 
long dead. The very buildings we live 
in, the books we read, the ways we 
govern and are governed, all of these 
things are to a large extent the fruit 


of dead men’s toil. Most of the great 
achievements and discoveries and cre- 
ations of man are not isolated phe- 


nomena ' but the cumulative results of 
years of time-binding activity by gen- 
erations of men. 

Now there no evidence that 
Korzybski was thinking of life insur- 
ance when he launched his theory of 
time-binding. He was going on to syn- 
thesize out of the stuff of Einstein, 
Poincaré, Whitehead and other physi- 
cist-philosophers a theory of general 
semantics that would lend the exacti- 
tude of mathematics to human commu- 
nications and social conduct. But the 
inference is strong enough to be worth 
notice that just as man has made death- 
less his achievements through his time- 
binding activities, so in the field of fi- 
nancial security man has conquered 
time through a medium which best en- 
ables him to leave a financial heritage 
to his descendants. We refer to life 
insurance which, if Mr. Korzybski’s 
many disciples will forgive us, we could 
call “financial time-binding.” Through 
life insurance man is able to provide 
financial security for his dependents 
his death just as as he 
able to provide for while 
living. Man not 
noblest working energies to provide his 
to provide for the 


is 


surely 
them 
channel 


after 
was 
does his 
own 
future security of his widow and _ his 


security, but 


other dependents. 

Those in the life insurance business 
are engaged in the noblest kind of 
commercial activity. They are not pro- 
viding fancy automobiles, television sets 
or other attractive gadgets for the im- 
mediate gratification of man. They are 
instead faced with the infinitely more 
difficult job of appealing to man’s loftier 
facet, to that time-binding sense that 
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William H. Siegmund, Connecticut 
Mutual Life Los Angeles general agent, 
has been named chairman of the pre- 
siding bishop’s committee on laymen’s 
work in the Los Angeles diocese of 
the Episcopal church. He is attending, 
as one of 30 laymen chosen from all 
over the country, a series of confer- 
ences at Greenwich, Conn., Sept. 8-10. 
On his return, he will organize 40 mem- 
bers of the Los Angeles diocese into 
a “flying wedge” to advance the cause 
of Christianity against the infiltration of 
subversive elements into the United 
States. 

Donald R. Luckham, vice-president 
and general counsel Beneficial Standard 
Life, and Mrs. Luckham recently be- 
came the parents of a 71% pound boy. 

Jesse W. Randall, president of Trav- 
elers, has been named to the Connecti- 
cut advisory committee of the Crusade 
for Freedom, a nationwide organization 
that seeks to get the truth behind the 
Iron Curtain. : 

Harry B. Hershey, who left office as 
Illinois insurance director Sept. 1, and 
Thor Wanless, Springfield attorney and 
former attorney for the Illinois insur- 
ance department, are to be hosts Sept. 
12 to a gathering in honor of J. E. Day, 
the new Illinois director. It is expected 
that Governor Stevenson will be one of 
the guests. 

Robert G. Smith, sales manager of 
Columbus Mutual Life, has been quite 
ill but is now recuperating at his home 
at Columbus. 

W. W. Jackson, administrative vice- 
president of American Hospital & Life, 
delivered the baccalaureate address at 
the close of the summer session of 
Southwest Texas State College, San 
Marcos, Tex., on “Cooperation versus 
Cut-throat Operation.” 

G. Emerson Reilly, actuary, and Wil- 
liam A. Howard, service department of 
Midland Mutual Life, have been pre- 
sented service pins marking 25 years 
and 30 years’ service with the com- 
pany respectively. 

George W. Bourke, president of Sun 
Life of Canada, has been appointed a 
director of the Royal Trust. 

Powell B. McHaney, executive vice- 
president and general counsel of Gen- 
eral American Life, has been elected 
national president of Pi Kappa Alpha 
fraternity. He had been national alumni 
secretary for three years. The fraternity, 
which he joined at University of Mis- 
souri, has 100 active chapters. 





Russell S. Taylor has been appointed 
manager of central Ontario in Toronto 
for Prudential of England. 
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In Guardian History °°. 
Guardian Life new insurance paid-{, pee, T!- 
in August reached a record high figy,f ™&ct™s 
2 , Sure and anoth 
for the company, exceeding by 16% th Clifford ¢ 
company’s best previous month, Pi cog 


for totals reported by both the Detrg; 
agency and the Spaulder, Warshall { 
Schnur Agency in New York exceedej 
$1,000,000. 

President James A McLain commen 
that while an indeterminable proportio; 
of the increased volume undoubtedly j 
attributable to general unease oye 
world conditions, in his opinion a yer 
substantial part was the direct regyj 
of the revised disability income provisio, 
and new term policies which the cop. 
pany introduced in July. He gave majo; 
credit for the record result to the cop. 
bined efforts of Guardian’s field fore 
and its home office staff. 


Average Claim $37 


A report of an examination of Illinos 
Medical Service of Chicago that wa 
conducted by the Illinois insurance de. 
partment has brought out that the ay 
erage claim payment is about $37. Thi 
is the medical service concern that jj 
operated in close conjunction with Hos 
pital Service Corp., which is the Blu 
Cross plan in Chicago. Illinois Medical 
Service has written agreements with 
the majority of practicing physicians in 
15 counties. Hospital Service Corp. doc 
the underwriting. At Dec. 31, 1949, a 
sets were $409,294 and surplus $200,800, 
During 1949 the premiums were $896; 
740, claims paid $381,335, payments td 
Hospital Service Corp. for staff serv 
ice $81,528. 

Premiums earned were $830,898, losse 
incurred $463,835, underwriting expenses 
incurred $151,211, gain from underwrit 
ing $215,851. Loss ratio was 55.8 ani 
the underwriting. expense ratio 18.2. The 
number of insured was 143,530 of whici 
139,280 were under the group plan. 
Most of the medical claims are for hos} 
pital cases, but some claims are for 
services rendered in the doctors’ offices 
for emergency cases. Claims for home 
maternity cases are also allowed. 


Names Eight Unit Manage: 


Equitable Society has named as unit 
manager Charles C. Anspaugh at Trav- 
erse City, Mich.; G. W. Apgar, White 
Plains, N. Y.; C. D. Clawson, Chicago 
(Woody agency); G. D. Good, Hemp- 
stead, N. Y.; E. W. Kincaid, San Ra 
fael, Cal.; J. A. Lempert, New York 
City (Ott agency); L. M. Minarik, 
Omaha, and John J. Murphy, Ann Ar 
bor. 
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__ DEATH 


~ OBSERVATIONS 





MORGAN L. SUTHERLAND, 77, 

cashier of Home Beneficial Life, died 
at Richmond, Va. He had been in 
poor health since his retirement three 
years ago. He had been cashier of 
Home Beneficial since its inception in 
1903. 

OLIVER R. ASPEGREN, 73, promi- 
nent in life insurance in the Chicago 
area for 30 years, died suddenly while 
attending the convention of Ohio Na- 
tional Life at Murray Bay, Que. Mr. 
Aspegren had been a member of the 
Chicago agency of Ohio National, which 
js headed by his son, Oliver R. Aspe- 
gren, II. He was accompanied to the 
meeting by his wife, his son Oliver, 
and another son who is with the agency, 
Clifford S., and his wiie. For a number 
of years, the senior Mr. Aspegren had 
headed the Chicago agency of North- 
western National and it was with this 
agency that his sons got their start in 
the business. 

GEORGE F. FLAGG, §secretary- 
treasurer of Wabash National Life of 
Indianapolis, died following a heart at- 
tack at Maniwaki, Quebec, while on a 
yacation. trip. 

He was formerly with the Continental 
Commercial Finance Co. and Abraham 
Lincoln Life of Illinois. In 1935 he and 
the late Harry G. Leslie, former gov- 
ernor of Indiana, formed Standard Life 
of Indiana. 


ALBERT CUMMINGS, 71, with Sun 
Life of Baltimore at Philadelphia for 30 
years before he retired several years 
ago, died there. 


Agency 48% Ahead of ‘49 
The B. A. Wiedermann agency of 
Union Central Life, San Antonio, had 
the largest month’s business in its his- 
tory in August. It accounted for more 
than $1 million in settled business. Its 
business is 48% greater than for 1949. 
The agency has $40 million of life in- 
surance in force. 


Leads Equitable Agencies 
The Van Winkle agency of Equitable 
Society on the first seven months was 
132.8% ahead. The agency led Equi- 
table for ordinary and was second for 
combined ordinary and group. 


LU.T.C. Columbus Topic 


Life Managers & General Agents 
Assn. of Columbus will hold its first 
fall meeting Sept. 12. The subject for 
discussion is ‘New Developments in 
the Life Underwriters Training Course.” 





Beats Expectancy 








John W. Frenning, left, unit manager of 


er. 
ad | the Faser agency of Penn Mutual at Bos- 
6. EH. 


bia Bids 
up, Resi 





ton, and Henry M. Faser, general agent, 
Present a check for the full face value of 
his life insurance policy to Dr. Francis H. 
Rowley of Brookline, a retired clergyman. 
Dr. Rowley, 96, is one of the few policy- 
omg who have outlived the mortality 
table, 


Be Glad You're a Life Man 


A recent company bulletin to agents 
of Liberty Life entitled “Be Glad You're 
a Life Underwriter” points out that for 
the agent who is called into service 
there will be no inventory losses in 
leaving and when he returns he can im- 
mediately go into production and make 
money without the problems of priori- 
ties, scarcities or limitations on sales. 
He may return to a consumer market 
in which money should be plentiful and 
competition limited from material things, 
especially those made of steel. 

For those who remain at home the 
advantages of being in the business are 
limitless, according to the bulletin. There 
should be a continuous increase in the 
supply of money and a continuous de- 
crease in the supply of available goods. 
Protection and savings will be the 
watchwords. There will always be an 
unlimited’ supply of “merchandise” for 
the life man and a great demand for 
his product, with plenty of money to 
pay for it. 


New Purdue Venture Popular 


Early reaction to announcement of a 
one-week training school for new agents 
by the Purdue Marketing Institute 
points to success. The first class, for 
Sept. 18, is already mostly filled. Re- 
sponse from 200 midwestern agencies 
has indicated intention to use the Purdue 
activity. 


Draw Your Own Slides 

The training staffs of many com- 
panies are making increased use oi 
projecting equipment as a substitute for 
blackboard and crayon. The equipment 
is a black, box-like affair, with a peri- 
scope facing the wall behind the class- 
room instructor. With a special pencil 
he can make notes on the box on a 
table in front of him and the hand- 
writing is projected on the wall where 
all the students can see it. 

One advantage is that the instructor 
need not turn away from the class. 

Considerable saving in time can be 
achieved because notes can be made 
up in advance and laid over the face 
of the lens like a slide film. 

Special charts or graphs also can be 
prepared in advance. The figures to fit 
a particular talk can easily be filled in 
by the instructor. This is a variation 
of the standard slide film projection 
procedure in use for some time. 

The equipment is not new in itself 
but imaginative training staffs are con- 
tinually developing new applications 
for it. Occasionally it is used at sales 
meetings. It is particularly fitted for 
showing dividend accumulations and 
similar figures to illustrate a sales pre- 
sentation. 


High Self-Valuations 


An application for $66,000 of insur- 
ance from a 23-year old man with no 
dependents is typical of the fantastic 
amounts that were sought during the 
war clause scare buying. A teen-age 
PFC applied for $20,000 of life insur- 
for $50,000. All the 





ance, a man 22 
company can do is consider each case 


on its merits, and in many there seems 
a woeful lack of merit. 

Many of these applicants will find they 
are 4F when finally drafted, or will miss 
military service for one reason or an- 
other and doubtless would immediately 
cancel their policies. 


Cutting a Rug With Prexy 


At a recent annual meeting of Macca- 
bees, President John P. Stock and Sec- 
retary-treasurer Peter Wiggle estab- 
lished what might be viewed as a prece- 
dent for the heads of life insurance or- 
ganizations. They offered all women 
delegates at the convention a chance 
to dance with them. 
















United American of Denver has been 
licensed in Washington and Oregon. 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, President 
HOME OFFICE DALLAS, TEXAS 


Life Insurance in force exceeds $300,000,000.00 
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: Group Insurance Plans 
for Every Purpose... 


i 

















Agents and brokers will find the United States Life portfolio , 
of Group Insurance plans most complete. Employer-Employee 
plans have many flexible features. 
Check this list of United States Life Group Insurance 
coverages... 
Life—Wholesale 
Creditors’ Group 


Accidental Death & 
Dismemberment 


- Accident and Health 


Home Office Group Insurance specialists are available for con- 
sultation and assistance. Call a United States Life General Agent 
for complete information and literature on these outstanding 
group insurance plans. 


The United States Life 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 
84 WILLIAM STREET + NEW YORK?7,N.Y. 


1850+ Our 100th Anniversary Year +1950 


Hospital, Surgical and Medical 
Expense Benefits 

State Disability Benefit Plans 

Employer Groups, Labor Unions, 
Trusteed Plans 

Civil Service Groups considered 
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WANTED 


Life Insurance General Agents 
For Areas In 


TEXAS, NEW MEXICO, ARIZONA and the 
STATE OF WASHINGTON 


This is an exceptional opportunity for a 
proven producer or active Agency Man- 
ager, between the age of 30 and 50, who is 
ambitious and capable of directing his own 
agency and building up a sales organization 
under our top commission contracts with 
lifetime renewals, writing a full standard line 
of life insurance contracts on the participat- 
ing and non-participating basis. All inquiries 
handled in the strictest confidence, for full 
information give name, age, insurance ex- 
perience and length of time in present loca- 
tion. Address B-62, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 











WHAT DO OUR NEIGHBORS 
THINK ABOUT US? 


a 


Ask the people of SOUTH DAKOTA— 


who are placing an increasing volume of life insurance in 





the Provident Life Insurance Company. 
These people like our full coverages and competitive costs. 


We are now adding to our coverages—Hospitalization, Acci- 
dent and Health insurance. This is a big step forward, for 


us, our field force and our policyowners. 


Our policyowners will sleep better if they know all of their 


protection is in the Provident Life. 


tHe PROVIDENT 


LIFE INSURANCE COMPANY 
BISMARCK,NORTH DAKOTA 
LIFE* ACCIDENT e HEALTH HOSPITALIZATION 
JOSEPH DICKMAN, Vice President 




















"The Provident States" 


NORTH DAKOTA — SOUTH DAKOTA — MINNESOTA — WASHINGTON — OREGON — MONTANA 


AMONG COMPANY MEN 





State Mutual Promotes 
R. H. Woodford, L. S. Stone 


Robert H. Woodford and Lorne S. 
Stone have been made department offi- 
cers of State Mutual Life, becoming un- 
derwriting manager and assistant under- 





Stone 


R. H. Woodford L. S. 


writing manager, respectively, of the 
ordinary division. 

Mr. Woodford graduated from Tufts 
college in 1939, joined State Mutual, 
after war service, as an underwriter in 
1946, becoming a senior underwriter in 
1949. 

Mr. Stone graduated from the Uni- 
versity of Minnesota business school in 
1940. He joined State Mutual as an 
underwriter, later becoming a_ senior 
underwriter. He is an air force veteran. 


Mutual Benefit Ups Brown; 
New Titles for 3 Others 


Chauncey A. Brown has been elected 
an officer of Mutual Benefit Life with 
the title of director of agency finance. 
He succeeds James P. Moore, Jr., who 
has been named director of planning and 
methods. 

August C. Hansch, sales services di- 
rector, becomes director of agency per- 
sonnel. George B. Gordon, director of 
advanced training, is now director of 
advanced underwriting services, and 
Agency Secretary Ira W. Shattuck be- 
comes an assistant secretary. 

Mr. Brown joined Mutual Benefit in 
1932. In 1940 he was assigned to audit- 
ing agency offices. Since 1946 he has 
been in the agency department. Heisa 
member of the Society of L.O.M.A. 
Graduates. 


Zider Joins Acacia Mutual 
to Assist S. E. Mooers 


Leroy S. Zider, Jr., has resigned as 
Mutual Benefit Life general agent on 
Long Island to become assistant to S. 
E. Mooers, field vice-president of Acacia 
Mutual Life. 

He started in the business as an office 
boy with New York Life and was later 
an agent of Mutual Life. He was man- 
ager of a picture service, with National 
Geographic magazine and on Washing- 
ton, D. C., newspapers. He is an army 
veteran. 

He joined Mutual Benefit in 1939 with 
the DeLong agency at New York and 
later went with Einstein & Salinger 
there. 

He has been president and vice-pres- 
ident of the Long Island branch of the 
New York City Life Underwriters Assn. 
He has also been chairman of the Long 
Island Life Underwriters Training Coun- 
cil and founded the Estate Planning 
Council of Nassau County. He has also 
been secretary and treasurer of the 
latter. 


Harry Wood Now on Deck 
as Central Life President 


J. Harry Wood officially assumed 
office as president of Central Life of 
Chicago last Friday. The appointment 
was announced by Alfred MacArthur, 
who now becomes chairman of the 
board, last May and Sept. 1 was fixed 
then as the effective date of the change. 
Mr. Wood has been spending most of 





Mass., and has also traveled to Some 
extent. He and ihis family are now estab. 
in 


lished at 
Chicago. 


1120 Lake 


Shore Drive 


Mr. Wood has been greeted by 4 
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in office. ently mac 

‘ : palveston. 

Midwestern United Names —. 

Grissom: Ups Hartman ons set dov 
insurance 

Donald B. Grissom has been appoint. xy Paci: 


ed secretary of Midwestern United Life fiedecessor. 
succeeding Benjamin W. Hartman who at except 
has been promoted to vice-president, 

Mr. Grissom has been with the com. 
pany since 1949 as assistant to the preg. 
dent and prior to that was vice-preg. 
dent and chief underwriter of Southern tate of th 
National of Arkansas. 

Mr. Hartman is a C.P.A. and a mem. 
ber of Hartman, Cooper & Co., For 
Wayne accountants. 


on of the ¢ 
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Empire State Names Beving 


Empire State Mutual has appoint 
Stanley H. Bevins manager of life fr cock 
He entered the business in 1941 with Benefits \ 
Home Life of New York and, after 
some personal production, was name Field and 
supervisor of the sales planning division ohn Hanco 
of the agency department. He was later forces will 1 
named agency assistant and then map. Bllowances, 
ager of the sales planning division jn fined grouy 





charge of training programs. In 194§pendents. _ 
he was appointed Buffalo manager. Those wit 
fronths will 
70 week 
On N. W. Nat'l Board  gligpees 
Bruce B. Dayton and John S. Pills. joyes will 1 
bury, Jr., of Minneapolis, have beenfpr similar jc 
elected to the board of Northwestern § The comp: 
National Life. ation and 


or dependen 
into the arn 
lo the man 

ontinue the 
Hental death 
wrance for 

overages fo 
Heparture fr 
ntrance int 


Mr. Dayton is secretary-treasurer of 
the Dayton Co., Minneapolis depart. 
ment store, and Mr. Pillsbury is a part- 
ner in the law firm of Faegre & Benson. 

At the meeting the board also passed 
a memorial resolution honoring Henry 
E. Atwood, a director, who died Aug. 27. 


Confederation Ups Lloyd fixes are 0 


C. R. B. Lloyd has been appointed fributions to 
treasurer and superintendent of mortt- be left 
gage investments of Confederation Life Oa their ret 
He has held the latter position since fupation in 
1939 and was appointed joint treasurer 

ed Fi 


in 1949. 
t Home 


Employes « 
tho have b 
tar and ent 
nonth’s salar 
Those who h 
months t 








E. M. McNeice, superintendent of 
personnel for Confederation Life, has 
retired after 48 years in the business. 
He joined Sun Life in 1902 and Capital 
Life of Canada in 1915. Confederation 
took over Capital in 1915. 








month’s sa 
ty service 
Her the fir: 
bwance is 
loye’s aver: 
fior to ent 
inus service 
ision for 
tn with a 
Confederation Life has appointed fired of an | 
R. F. St. John supervisor of field serv- ys with tl 
ice. He joined the company in 1935 and ome Life 
was previously acting manager at Sud-fktween the 
bury, Omtario. tees and tl 


_ ny, Thoss 

H. R. Silver, Halifax, has been elected fich as a wi 
president of Maritime Life succeeding fired of 75° 
the late Dr. G. McDougall. W. 


Ernest Atkins has retired as general 
manager of Sovereign Life of Canada. 
He served the company for more than 
36 years. 





Rex H. Anderson has joined the 
agency department of Great-West Life 
as supervisor of sales promotion. 








_F poyes. Sing 
Fraser, Glasgow, has been elected vere. Those 
president. year with 
portion of 
tpending o 
ve years. 

Group ins 


Bruce E. Shaver has been appointed 
superintendent of mortgage investments 
of Canada Life. R. B. McLean will 
succeed him as superintendent of mort-fement ann 
gage investments for British Columbia Ra permane 
Mr. McLean has been in the home s the empl 
office. 


isability ince 
Postal Life & Casualty has named 
Argolis Clark, Richard Queen and Gene 
Lott as supervisors. 


Metropolite 
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iowney Rejects 
corte pier for Stock 

to gs i a 
ow eat pf Pacific Mutual 
‘ LOS ANGELES — Commissioner 
howney has declined the offer to pur- 
base the stock of Pacific Mutual ‘Life 


ently made by American National of 


alveston. 
He said that he could sell the stock 





ted by a 
few days 


ames ‘the company only under the condi- 
n ons set down in the rehabilitation and 

insurance agreement of 1936 under 
1 appoint-Brich Pacific Mutual reinsured__ its 
nited Lifefedecessor. That agreement provided 
man whoBit except in the event of mutualiza- 
sident, on of the company its stock could be 
the com-[jd only if conditions were such as to 
the pregi- quire the sale for the protection of 
/ice-presi- fe company, its policyholders or the 
Souther fiste of the old company in liquida- 

on; in other words, in the event of 
d a mem-francial distress. He stated that no 
Co., Fort fich distress existed, since Pacific Mu- 


al is in sound financial condition, in 

bt, its financial position is stronger 

. i nce i ization. 
Jevings “an at any time since its organizat 





‘ite eae gamcock Employes to Keep 
_ rn tenefits While in Service 

, alter 
is name(§f Field and home office employes of 
¥ division Join Hancock who-enter the armed 
was later forces will be given job security, cash 
1en man-plowances, pension rights and_ con- 
vision jnfiued group insurance for their de- 
In 1946 endents. 
ager, Those with the company six to 12 
mths will receive an allowance equal 
o two weeks’ salary; if more than a 
ar, a month’s pay. Returning em- 
joyes will be reinstated in their jobs, 
similar jobs. 
The company will continue hospitali- 
ation and surgical benefit insurance 
or dependents of staff members called 
nto the armed forces, at no expense 
o the man or this family. It will also 
ontinue the man’s group life and acci- 
Hental death and dismemberment in- 
wance for 120 days, and other group 
overages for the period between his 
feparture from the company and _ his 
trance into the service. While em- 
loyes are on military leave, their con- 
tributions to the company pension plan 
may be left on deposit with interest. 
Nn their return they may resume par- 
iipation in the pension program. 


S. Pills. 
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ed Forces Benefits 
t Home Life Employes 


Employes of Home Life of New York 
kio have been with the company a 
tar and enter service will receive one 
ponth’s salary when they are called up. 
Those who have been with the company 
x months to one year will receive half 
month’s salary. The Home Life mili- 
ity service allowance goes into effect 
Her the first year. This monthly al- 
bwance is a percentage of the em- 
loye’s average salary over the year 
red the Fior to entry into the armed forces 
est Life rilus service pay and government pro- 
n, sion for subsistence and _ quarters. 
: én with a wife and children are as- 
pointed fred of an income equal to their earn- 
Id serv- ys with the company up to $5,000. 
935 and Fome Life will make up the difference 
at Sud-ftween their income in the armed 
pees and their income with the com- 
ny. Those with other dependents, 
th as a wife only or parents, are as- 
ned of 75% of their income as em- 
. F.floyes. Single employes are assured of 
ed vice-%. Those earning more than $5,000 
year with the company will receive 
portion of their pay above that figure 
pending on length of service over 
ve years. 
[Group insurance and employe’s re- 
f mort-frement annuities will continue. In case 
lumbia fia permanent disability while in serv- 
home , the employe can qualify for a total 


sability income from the company. 


ident of 
life, has 
business. 
| Capital 
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Metropolitan Life has charged before 
d Gene 


te interstate commerce commission 
at proposals are being made for the 





reorganized New York, New Haven & 
Hartford Railroad, of which Metropoli- 
tan is a large stock and bondholder, to 
purchase the property of the Boston & 
Providence Railroad at priees substan- 
tially higher than those agreed upon 
under the reorganization plan. Metro- 
politan had originally opposed the pur- 
chase but later agreed on the basis of 
a stipulated price. 


Provident L. & A. to Build 
Larger Home Office Space 


Provident Life & Accident has 
awarded the contract for construction 
of an additional home office building on 
its Chestnut street property, Chat- 
tanooga, that will provide an increase 
of 40% in space. 

The new building will consist of a 

basement and three floors and will pro- 
vide 32,000 square feet of floor space. 
It will be 73 feet wide and 110 feet 
deep. It is hoped that the new structure 
will be ready for occupancy within six 
months. 
_ The company will continue to utilize 
its present space in the Provident build- 
ing and will house some of its depart- 
ments and operations in the additional 
home office building. 

The architects are Hunt, Caton & 
Associates, successors to the firm of 





R. H. Hunt & Co., which planned the 
Provident building in 1924. The new 
structure will be of a design harmonious 
with the, Provident building and will 
have an exterior of the same brick. 
John Martin Co. of Chattanooga are 
the contractors. 


Continue Employes’ Cover 


The death benefit provided under the 
employes’ and agents’ group insurance 
plan of Minnesota Mutual Life will be 
continued without cost for those who 
enter service. During the last war the 
company permitted employes who en- 
tered service to keep their group cov- 
erage only until they could replace it 
with NSLI. Since most of those who 
will enter service during the present 
emergency already own the maximum 
NSLI coverage, it was decided to con- 
tinue the group coverage. 





Commercial Life has opened a new 
branch office in Hamilton, Ontario, 
under the management of H. F. Ruiter, 
formerly of Montreal. 





Consolidated of Tennessee has pur- 
chased the industrial business of All 
States Life in Tennessee and Kentucky 
and has sold its group hospital business 
to Commercial Benefit of Arizona. 


10 State Officials to Be 
at Ellery Allyn Dinner 


The insurance commissioners of 10 
states will be at Hartford Sept. 12 for 
the testimonial dinner honoring Con- 
necticut Insurance Commissioner W. 
Ellery Allyn. Mr. Allyn last June be- 
came, president of National Assn. of 
Insurance Commissioners. The _toast- 
master will be Peter M. Fraser, presi- 
dent of Connecticut Mutual Life. 

The insurance officials who will at- 
tend are: Soule of Maine; Harrington, 
Massachusetts; Knowlton, New Hamp- 
shire; Bohlinger, New York; Robinson, 
Ohio; Leslie, Pennsylvania; Bisson, 
Rhode Island; Murphy, South Carolina, 
and Lange, Wisconsin. 

The dinner is sponsored by eight as- 
sociations of insurance people and by 
the Connecticut insurance companies. 





Insurer Operates Inn 


Preferred Mutual Fire has bought an 
elaborate antique house at New Berlin, 
N. Y., and it is being operated as an 
inn for the public and a guest house 
for business purposes. It is now called 
“Preferred Manor.” The house dates 
from 1831 and has many antique 
features. 















Making Money 


with the 


Money Plan 


Lincoln Lifers throughout the land have in- 
creased their earnings through the LNL Money 
Plan. This simplified programming technique in 
package form is built around a visual approach 
and presentation which gets results. 


Lincoln National’s Money Plan is another rea- 
son for our proud claim that LN L 1s geared to help 
its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its name indicates its character 
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THIS YEAR INDIANAPOLIS LIFE HAS 


20 


National Quality Award Winners 
-- - NINE 5-YEAR WINNERS 


In making these awards the National Association of Life Under- 
writers and the Life Insurance Agency Management Association 
stress QUALITY .. . in underwriters, in paid-for-business, in 
service. Quality, too, has been our key-word, since organization 
in 1905. Agents are trained on that basis. Assets of over $63,000,000 
are in quality investments and there’s over $230,000,000 of quality 
insurance in force. There’s all this, plus our constant effort to 
extend quality service to agents and policyholders alike. 


AGENCY OPPORTUNITIES IN Illinois, Indiana, lowa, Ohio, Michigan, Minnesota, Texas 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 7, INDIANA 














THE COUNTRY’S MOST FRIENDLY COMPANY 
SEEKS AGENCY MANAGER FOR KANSAS CITY, MO. 


© Modern and attractive agent's and general agent's contracts to those looking 
for @ permanent connection. 


@ Complete line of Life Insurance policy contracts from birth to age 65 with 
full death benefit from age 0 on juvenile policy contracts. 


@ Complete line of Accident and Health policy contracts with lifetime benefits. 


@ Individual Family Hospitalization contracts with surgical, medical and nurse 
benefits. 


@ Complete substandard facilities. 
@ Educational program for field men. 
Strong, Progressive Company 


Older than 85% of all legal reserve life insurance companies 


NORTH AMERICAN LIFE INSURANCE COMPANY 
OF CHICAGO 


C. G. Ashbrook, Vice President — Director of Agencies 
NORTH AMERICAN BUILDING, CHICAGO 3, ILLINOIS 














WeE WILL PREVAIL 


Misunderstanding, conflict, losses, ultimate victory. 
This appears to be the pattern of life in American history. 


And what makes ultimate victory always certain? ... our basic institutions 
Life Insurance, for one ... 80 million Americans owning a quarter 
of a trillion dollars of life insurance. 
Where humans have such foresight and know such security how could we 
but prevail? 


Life Insurance Company 





te UNION LABOR 


570 Lexington Avenue, New York 22, N. Y. 











Charleston, Hempstead 


Massachusetts Mutual Life has ap- 
pointed Charles S. Pearcy II as general 
agent at Charleston, W. Va., succeed- 
ing C. Warden Pippen, retired, and has 
named Merton D. Custer as manager at 





Cc. S. Pearcy II Merton D. Custer 


Hempstead, N. Y., to serve while Gen- 
eral Agent Thomas P. Allen is on ac- 
tive duty with the air force, in which 
he is a captain. 

Mr. Pippen wished to be relieved of 
management duties. He will become 
general agent emeritus and devote his 
time to servicing his clients. He joined 
Massachusetts Mutual in 1914 as gen- 
eral agent in Charleston. He has held 
offices in the University Club, the Elks 
Club, the Lions Club, the Charleston 
Civic Music Assn., and the Charleston 
Life Underwriters Assn. 

Mr. Pearcy was in the lumber busi- 
ness for several years before entering 
life insurance with New England Mu- 
tual about 10 years ago. He is an army 
veteran. 

Mr. Allen was with the Brooklyn 
agency as agent and later as general 
agent before establishment of the 
Hempstead office last November. He 
has also been a general agent for Mas- 
sachusetts Mutual in Dayton, O. He is 
a C.L.0. 

Mr. Custer has been with Mr. Allen 
since 1948. For a year he has been 
supervisor. He is an army veteran. 





C. A. Holman Is Conn. 
General Cincinnati Manager 


Charles A. Holman, of the agency 
staff of Connecticut General Life has 
been appointed 
manager at Cincin- 
nati. He _ succeds 
Benjamin O. 
Stoner, resigned. 
Mr. Stoner will re- 
main with Connec- 
ticut General as a 
personal producer. 

Mr. Holman has 
been with Connec- 
ticut General since 
1937, as an agent 
and brokerage as- 
sistant in Chicago ; 
and since 1940 in Cc. A. Holman 
Hartford. He was 
staff assistant at Hartford and a super- 
visor of agencies in the home office. He 
is an army veteran. 

Mr. Stoner thas been with the com- 
pany since 1934, becoming district man- 
ager in South Bend in 1935 and in 
Cincinnati in 1940. He has been secre- 
tary of the Cincinnati C.L.U. 





Andersen to Equitable, Ia. 


L. C. Andersen has been named gen- 
eral agent for Equitable of Iowa at 
Sioux City to succeed C. W. Cotting- 
ham, who will remain with the agency 
as a personal producer. 

For five years Mr. Andersen has been 
general agent for Ohio National at 
Sioux City and before that was an in- 
structor at Morningside College in 
Sioux City. He is secretary of Sioux 
City Life Underwriters Assn., chairman 
of the Sioux City Life Underwriter 
Training Council. 

Mr. Cottingham has been with the 
company since 1936, prior to which he 
was with Equitable Society as district 


manager and state supervisor. He dl urrda 
past president of the Sioux City agg 
Starts 


ciation. 
Old Line Life Appoints |Heqlth 
A sub-con 


Three New General Agen 
PPOinte@izbor comm 


Edgar W. Perkins has been a 
general agent of Old Line Life at \fj, Montana, is 
neapolis. He has been in superyisg study of he 
work for Northwestern National Lijf sthorized 
which he joined as an agent in I$idadopted sev 
following his graduation from Unive, hold its fir. 
sity of Minnesota. During the war Sept. 9. 4 
was in the insurance branch of thins interes 
army. Mr. Perkins was national cop have represe 
mitteeman of the Duluth association | The inve: 

Ray J. Giroux, with 10 years of ¢ “status, met 
perience in life insurance, recently maf \entialities 
ager for Union Central Life. has beg: urance pl: 
named general agent at Duluth. He o* the sul 
tended the Universitv of Minnesota apj oe out que 
is a graduate of the Purdue course, ws of a 

Merlin E. James is named gen fperalization 
agent at Holt, Mich., for five countie ‘ Soombersh 
He has a background of 10 Years iafsns and e) 
insurance selling and agency — . ” 


The comm 
Frank McNally Retiring; |}. Clark. s 
Son to Succeed Him 


chusetts Gen 
director of it 
After 39 years of service, Frank 7pesociate act 
McNally, general agent for Massachy§®! nyestood 
setts Mutual ag [he subcor 
Minneapolis, wii! 5° there 1s 
retire from actiyg*e™sive 4 § 
management be period, 
cause of ill healt 
He is well knowpfravelers, 
throughout th 















































W. McNally, will 
succeed him. 
Frank McNalgtm mortgas 
established a neqpletion, with 
agency at Duly 
in 1912. In 19 
he formed a partnership with Johj 
Shambeau, and in 1919 their territon 
was expanded to include Minneapolis} 
The partnership was dissolved in 19% 
Mr. Shambeau became sole general agen} 
at Duluth while Mr. McNally becamg 
co-general agent at Minneapolis witiFive Age! 
Orrin H. Griggs. Two years later Mi The fi 
Griggs resigned. ‘a = Me 
Mr. McNally is a past president fy at 40s 
both the Massachusetts Mutual agent ae Del 
and general agents associations and pote Vi 
held offices in the Minnesota and Min * 9. a 
neapolis life underwriters association 4 Cs “oll “th 
He was in constant demand as a publig’ S270", . 
snenher m hand fro 
During the war, Miles McNally midance is € 
served overseas for two years, upon dis rE 
charge he joined his father following 0 Give IL 
a training course at the home office. Austin (Te 


Selling Associate G. A. fia iis’ 


nal Life A 
Christian F. Selling has been namefpt time of its 
associate general agent of the Milto Paul ‘Me ti 
agency of Postal Life in New York City _ bs ar e 
His early years were spent with Trav c robl Spo 
elers and Indemnity of North Aue problem oO 
In 1923 he began to specialize in liq y,... 
and A. & H. for Travelers. In 1925 he gla 
joined Sun Indemnity as superintenden in Winkle 
of the A. & H. department, becoming; 





F. T. MeNally s 
ngs in cash, 
The hotel : 
choose to leay 
bid take a 
tase, which c 
) years. 








assistant secretary a year later. Hen bloat 

signed in 1949 to operate his ow * P 

brokerage business. ial 
Great-West 


Currier Group Field Sup’ Bertram, of » 


Charles H. Currier, Jr. has been @ Viet Winn 
pointed group field superintendent b — 
Pacific Mutual Life. His office will , . 
in Kansas City where for 10 years 1A. 

At : Biss A Hancocy R. Jaqua 
has been manager for John lthodist ma 


Re ° ed this fall t 

Opens Agency at Midland fous in’ ba 

American Hospital & Life has open ul, Wichit 
an agency at Midland, Tex., with Robfillas. 

ert Boon, formerly of Longview, Te > 

as manager. .M. Hart 

shier of Nev 

Earl Armentrout, People’s Life o fellow age 

Washington, D. C., Bluefield, W. Va@tiversary w 

has been named field superintendent an Fort W; 

Parkersburg, W. Va. 
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Murray Committee 
Starts Study of 
Health Insurance 


A sub-committee of the U. S. Senate 
jabor committee, headed by Murray of 


inf\ontana, is preparing to launch the 


onal Li 


t in 199 
1 Univegiold its 


study of health insurance which was 
juthorized by a Senate resolution 
adopted several months ago and will 
first hearing at Washington 


€ War hacept. 9. All of the insurance organiza- 


h of th 


ions interested have been requested to 
have representatives in attendance. 


The investigation is to cover the 


n#'status, methods of operation, types, 


WB nsurance 


tentialities and problems” of health 
plans. Senator Murray states 
that the subcommittee is planning to 
nd out questionnaires on the develop- 
nent of additional voluntary plans, 
jberalization of their benefits, growth 
in membership and “deletion of limita- 


po 


ions and exclusions from their bene- 
. ” 


“The committee has secured Dr. Dean 
\, Clark, general director of Massa- 
shusetts General Hospital, as consulting 
jirector of its survey, and Morris Pike, 
wssociate actuary of John Hancock Mu- 


«Hal Life, as assistant director. 


The subcommittee is to report by Feb. 


“I so there is some question as to how 
extensive a survey it can make in that 


period. 


“Travelers, Aetna Finance 
New Hotel at Hartford 


“astruction loan for 


‘Detion, with 


HARTFORD—Travelers and Aetna 
Liie have advanced a $5 million con- 
Hartford’s Statler 
hotel. The companies will place a long- 
fem mortgage qn the hotel after com- 
the Statler then paying 


Mone-third of the cost of land and build- 
ings in cash. 


itor mid take a 


The hotel corporation may, however, 
hoose to leave title with the companies 
30-year non-cancellable 


‘Bese, which can be extended for another 


) years. 


Five Agencies Meet 


Hotel 


The five agencies of Equitable So- 
ety at Los Angeles, San Diego, AlI- 
buquerque and Phoenix will meet at the 
Del Coronado at San Diego, 
ept. 9. Vice-president William Walsh 


opi the underwriting department and A. 
‘IB, Carroll, director of agencies, will be 


Yo hand from 


the home office. At- 
tendance is expected to be about 300. 


info Give Dinner for Cashiers 


Austin (Tex.) Life Managers Club 
a3 decided to give a dinner to Na- 
mal Life Agency Cashiers Assn. at 
be time of its annual meeting at Austin 


| Paul Martin, American General Life, 


fouston, spoke on various phases of 


‘age problem of selection of agents. 


; ’ William Kolb has been named field 


sistant in North Hollywood for the 


‘gia Winkle agency of Equitable So- 


ty in Los Angeles. John Curry has 


men appointed Orange county man- 


ger. 


Great-West Life has appointed C. B. 
urtram, of Nanaimo, B. C., as super- 
kor at Winnipeg and B. M. Hunnings, 
i Victoria, B. C., as supervisor at 


# ctoria, 


SA. R. Jaqua, director of the Southern 


tthodist marketing course, is sched- 
led this fall to address women’s forum 
roups in banks at ‘Minneapolis, St. 
a Wichita, Shawnee, Okla., and 
dallas. 


P, M. Harries, Fort Wayne agency 
tshier of New York Life, was honored 
} fellow agency employes on his 30th 
Miversary with the company. He has 
tn Fort Wayne cashier since 1928. 


Introduces New Armed 
Forces Indemnity Bill 


WASHINGTON—Introducing a new 
bill for $10,000 gratuitous coverage for 
the armed services, Rep. Mansfield, 
Montana, said the National Service life 
system “will not be workable under 
large-scale mobilization or universal 
military training.” 

Urging the veterans affairs committee 
to hold hearings and act promptly, 
Mansfield said his bill would permit 
service-connected disabled veterans to 
purchase government insurance on dis- 
charge from service. 


$10 Million on N. J. Dentists 


J. Harold Kay, general agent at New- 
ark for Security Mutual Life, has been 
awarded by the New Jersey State Den- 
tal Society, a contract in excess of $10 
million for group life, health, hospitali- 
zation for members, employes and de- 
pendents, to be underwritten by his 
company. 


The meeting of Union Life at Rich- 
mond, Va., Sept. 22-24 is expected to 
attract 100 or more insurance men from 
all parts of Virginia and elsewhere. 


LIFE INSURANCE EDITION 


Metropolitan Life Adds 
Three Texas Offices 


Metropolitan Life thas established two 
additional offices in Houston, bringing 
the total there to four and a second 
Dallas office. The new Houston agencies 
will be managed by James T. Denny, 
formerly manager at Waco, and Daniel 
H. Van Buskirk, formerly a field train- 
ing instructor. The new Dallas office, 
known as the Oak Cliff district, will be 
headed by Charles M. Burnett, formerly 
division supervisor in the field training 
division, 


Chief Examiner Retires 


WASHINGTON —C. F. Creighton, 
chief examiner of the District of 
Columbia insurance department, retired 
after 25 years’ service with the depart- 
ment. 


Pacific Actuaries to Meet 


Actuarial Club of the Pacific States 
will hold its fall meeting Oct. 23-24 at 
Del Monte Lodge, Pebble Beach, Cal. 


First Catholic Slovak Union cele- 
brated its 60th anniversary in Cleve- 
land. 
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Effort to Bring Back 
Retroactive Tax Fails 


Before passing the tax revision bill 
the Senate rejected an amendment of 
Senator Ives, New York, to exempt 
from federal income tax the first $1,800 
of federal, state or municipal pensions; 
also Sen. Humphrey’s amendment elim- 
inating exemption of life companies 
from tax on 1947 and’ 1948 income. 

Finance Chairman George opposed 
the amendments. 


Postal to Parker-Allston 


Postal Life has named Parker-Allston 
Associates as advertising counsel. A. 
Wilbur Nelson will be account ex- 
ecutive. 
has 


Pioneer American of Houston 


entered Colorado. 

A new $31,000 building will be built 
to house the Tampa offices of Gulf Life. 
The site was purchased for an addi- 
tional $21,000. 

The August record of the Solomon 
Huber agency of Mutual Benefit Life in 
New York City showed a total paid for 
volume of $1,100,154. This was spread 
over 54 lives and does not include term 
riders, annuities, group or pension busi- 
ness, 








16 









HeNATIONAL UNDERWRITER 


September 8, yoA september 








TERM TREND SPLITS RANKS 


(CONTINUED FROM PAGE 6) 





a premium the client thinks he can 
afford to pay. 

Social security, now due for expan- 
sion, and the great growth of pension 
plans have encouraged many to rely on 
them for retirement income. They buy 
term insurance to cover them until re- 
tirement. 

The rebirth of the “buy term and in- 
vest yourself” philosophy, aided by the 
continued rise in the stock market, and 
the wide activity of mutual funds and 
investment trusts, some of which have 
combination insurance and investment 
plans, contributes to the trend. 

Because of low interest yields some 
companies have been inclined to mini- 
mize their investment headaches by 
promoting term instead of cash value 
insurance. 

Continually improving mortality and 
lower term rates, particularly since the 
changeover to the CSO table by most 
companies, has encouraged term sales. 
With interest rates declining and operat- 
ing costs increasing mortality savings 
are one of the principal sources of 
profits or dividends for many companies. 


Effect of Competition 


The highly competitive activity of 
some companies has brought pressure 
on the others from the field to meet 
liberalized plans. This has led to the 
development of numerous new forms of 
term coverage. 

In sales campaigns some companies 
have allowed the same credit for term 


as for permanent insurance and it has 
been easier for agents to achieve a 
reward by selling term rather than cash 
value coverage. 

Some companies have been so pleased 
with the profitable return on term cover- 
ages that they have set a minimum 
quota of term in proportion to volume 
and managers have been instructed to 
meet it. 

Many new term policies and riders 
have been introduced including family 
income riders offering up to $500 of 
monthly income for $10,000 face amount. 
In addition to encouraging agents to 
sell term some companies have lib- 
eralized their term conversion options, 
reduced term rates, increased term com- 
missions and designed new term policies 
for mortgage redemption, etc. The in- 
creased sale of business insurance has 
led to the adoption of new term forms, 
including term to age 70, to protect 
partnerships, etc. until retirement. Busi- 
ness firms want the protection only for 
the duration of a business life and 
meanwhile want to use their money else- 
where. 

Pension trust plans generally make 
the individual feel that his old age is 
taken care of and that he has less need 
of cash value insurance and that his 
primary problem is adequately protect- 
ing his family. 

More widely used career contracts for 
agents frequently make no discrimina- 
tion between the production of term and 
permanent coverage. Some contain less 
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penalty for term than straight commis- 
sion contracts. 

Many veterans lag several years be- 
hind the financial position they would 
have reached and their income is lower. 
They are, however, ahead in age and 
in responsibilities to their families. Term 
insurance is the way to meet them. 


CENTER OF CRITICISM 


The school concerned with the growth 
of term asserts that term sales are not 
bad per se. They believe, however, that 
much of it is being sold where the 
prospect or client can afford to pay for 
ordinary life in its cash value form. 
They concentrate their criticism on that 
phase of the term boom. 

They argue that pension plans and 
even expanded social security can do 
no more than keep up with inflation 
and there is as much or greater need 
for cash values for retirement than ever 
before. They stress the importance of 
the many uses of policy cash values. 

Sponsors of term assert that they are 
protecting against insurable risks and 
that some insurance is better than none. 
They indicate that term production 
drives are coupled with conversion cam- 
paigns in a regular follow-up schedule. 
They intend to get the cash value busi- 
ness as soon as the client is able to pay 
for it. 

The advocates of term haven’t told 
their story to any degree except by sales 
action and there may be other reasons 
for the development. 


Can Be Controlled 


Experience shows that companies can 
pretty well control their sale of any type 
of coverage by appropriate sales direc- 
tion. Companies with a limited portfolio 
of term policies and little or no sales 
promotion on it can keep term volume 
down. They can reduce term sales by 
cutting the production credit given 
agents for it. Emphasis can be placed on 
other type policies. Some companies are 
meeting the problem by putting cam- 
paign and prize qualifications on an 
earnings basis instead of on production. 

If term insurance is what the prospect 
needs, then that is what he should be 
sold. The primary aim of production 
men is to do a professional selling job. 
Aside from that predominant point, a 
preponderance of term sales effects an 
immediate decline in an agent’s earnings. 

One fairly authentic and recent story 
in New York City production circles 
was to the effect that a producer who 
had written more than $1 million earned 
less than $5,000 in first year commis- 
sions on a given $1 million of that vol- 
ume. This is a far cry from the earnings 
of legendary Million Dollar Round 
Table members who consistently earn 
more than the agency vice-presidents of 
their companies. 








Production Hints 


One consistently good producer says 
that agents can avoid selling term by 
not mentioning it to a prospect except 
as a last resort. His second step is to 
fight hard to see that only part of a 
sale is on a term plan and to keep as 
much of it as possible on a cash value 
basis. In programming he suggests that 
the amount of monthly income be cut to 
the nub without injuring the intent of 
the program with more emphasis placed 
on retirement. He believes public sights 
should be raised on premium as well 
as face amount. 

There are, of course, many cases in- 
volving temporary needs where term is 
the best buy. There is no disposition to 
argue that some young heads of fam- 
ilies can afford anything other than 
term. In that situation term is the best 
coverage. 

There is little if any sympathy in 
insurance circles for the arguments of 
investment counsellors on buying term 
and managing a personal investment 
program, at least not until all insurance 
needs are fully satisfied. 

Raymond C. Johnson, agency vice- 
president of New York Life, summed up 
the issfes in a talk on “The Trend 












= 
Towards Term” which he delivereg Jg_= 
Boston last spring. He took 2 \aPriva 
stand in favor of cash value insuragy 
against the term trend. His gpeq for Al 
which has been reprinted and repory 
in many trade periodicals has stip (CON' 
considerable discussion. Reproduced J —_— 
booklet form by his company and offer 
by National Assn. of Life Underwrite,g tive barga! 
the booklet drew hundreds of requeg§ a? 204 | 
Officials of many competing ¢g:gadequate F 
panies have asked for copies for ggermment 1 
tribution to their general agents agsatility an 
agents. This is the supreme complime dustrial, fit 
Approximately 10,000 copies of When a 
booklet have been distributed. insured-trv 
The publicity given Mr. Johnsoggoperatins 
talk thas resulted in his receiving gpa side 
taneous mail from all over the coun This becat 
Discounting correspondence from me,fatd it bec 
bers of his own company which yoy sured-trust 
presumably ‘be favorable, with one q impractical 
ception every letter agreed that the tigg the Jarges 
had arrived for the industry to take § surance 1 
careful look at the expanded sale gcietys nee 
cheap insurance and do_ something were tO be 


prevent its sale from getting out of jig to be devi 
was the in 





lin 





the foreru 

Hays & Bradstreet Agency anuity 
. For the 

Shatters Its Business Recorif..j cmplo 
During August, the Hays & Bry behind the 
street agency of New England Muyty§ ‘2¢" that 
set its all-time production record wy ame int | 
$2,146,716 of paid volume on 185 fiveg te life ins 
The previous high record was jg iid that 
March, 1944, when a little over $2 mj — 
lion was written, but this included cog Stantee¢ 
siderable pension business while [gq Merest “ 
month’s record contained no pensig Wty purct 
the employ 


trust business. ( 
Leader in the agency for the mong 2¢Y TOF 
was Bill Jadden who wrote 15 lives jg 'Y MOF 


a total of $233,000. He is complet company a 
requirements for membership in ig %Wortles 
Million Dollar Round Table. and — 
The agency has qualified 30 of ® tue th 
account of 


members for the regional meeting of th 
company at Coronado on Oct. 181 
the largest number for any agency ; 
the country. 

Recently the agency moved into larg 
quarters at 1111 Wilshire bouleyar 
These quarters are temporary and eve 
larger offices have been planned in th 
building to be completed soon adjoiq 
ing the present address. 
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Rochon Retirement Leads 4 
Three Sun Life Changes 


F. L. Rochon, manager at Portlan 
Me., for Sun Life of Canada, will retiq the employ 
on Sept. 12 because of poor health, Hf that once 1 
has been Portland manager since 1934 total accrue 
A graduate of Bowdoin College, 4 ‘ully funde 
joined the Portland office in 1927. Mr. Dra 
was named agency assistant in 1929. | wtion and 

Arthur D. Grant will succeed Mg Wave of rec 
Rochon. Mr. Grant joined the Sun Lif steel indust 
at the head office in 1923, moved q ‘all for no 
Philadelphia in 1926 and the same yeq tement da 
was transferred to Wilmington wheq? bad tim 
he became secretary in 1930 and mag ‘unding wa 
ager in 1941. In 1945, Mr. Grant was aq a long 
pointed manager at Baltimore. as-you-go 

Succeeding Mr. Grant in Baltimore §$00d old sa 
ity group a 
accrue. It ; 
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It means tl 
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ordinary branch at Wilmington a 
went to Boston a few months afte 
wards. 





begin to di 

Del. Race Is Between ments, and 
tunds must 

Ferguson and Murphy relore’ | 
The race for insurance commissiong ties are at 





in Delaware is between William E. Feq scribed the 
guson of the Rawlins & Ferguson logstallment r 
insurance agency of Bridgeville, on t|closer to pa 
Democratic ticket, and William } The wises 
Murphy of Milford, Republican. Mido who is f 
Murphy was selected by the Republic arrangement 
state convention. William J. Swain, W@sured, for tl 
has been the commissioner for the pagstepped into 
two terms, is no longer a candidate {@geared to n 
reelection. Problem. T 

the insured 
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Private Pensions 


















le insur, nd “ 
His sedfor All Possible 
nd Teporte 
as stirrg (CONTINUED FROM PAGE 1) 
Droduced jf cee 
adeno ve bargaining and greater productivity 


of requesf (” and should solve the problem of 
eting Pa adequate pensions. To turn to the gov- 
ies for i. emment for this would ignore the ver- 
agents ap satility and ingenuity of American in- 
complimer dustrial, financial and labor leaders. 

ies of ‘ When an employer sets up an un- 
d insured-trusteed retirement plan, he is 
operating a small annuity company as 
, side line, according to the speaker. 
This became evident during the 1920s 
and it became obvious also that unin- 
hich wo wred-trusteed retirement plans were 
ith one af impractical at best for all but a few of 
lat the ting the Jargest corporations. The life in- 
r to take g surance industry recognized that if so- 


 Johnsox| 
IVING spo 
he county 
from mey 


led sale qciety’s need for sound pension funding 
mething f were to be fulfilled, something new had 
out of ki to be devised and that something new 


was the insured group retirement plan, 
the forerunner of the modern group 
gen annuity contract. 
, oY a the first time, both the employer 
CONE nd employe were provided a guarantee 
s & B pehind the benefits promised. It was 
ind Mutu then that the contributory principle 
eccond vi ume into prominence. It was only when 
1 185 fives the life insurance companies entered the 
was fe jeld that employes felt their own con- 
ver $2 he tributions were safe and their benefits 
sluded coy guaranteed. For the employer, minimum 
while interest rates are guaranteed as are an- 
10 penself uity purchase rates. For the first time, 
PENSE he employer knew that if he puts up 
money for retirement he won’t have to 
pay more for it later. The insurance 
company assumes for the employer all 
his worries over the investment of funds 
and major administration of the plan. It 
Bis true that the employer cannot take 
acount of employe turnover when he 
pays contributions, but he does re- 
Tceive considerable refunds when termi- 
nations actually occur. If the going gets 
rough for the employer and the plan 
has to be discontinued, he knows that 
all purchased benefits will be paid and 
his workers will be taken care of. 


Deferred Annuities the Best 


the mon 
15 lives fq 
completiy 
ip in ty 








As a pension specialist, Mr. Drake 
opined that the deferred group annuity 
eads iq contract is the most desirable answer to 

the pension funding problem from both 
the employer and employe’s viewpoints. 
- Portlang This is the only method which enables 
will retiq the employer to say to his employes 
health, Hf that once past service becomes funded, 
since 193 total accrued retirement incomes will be 
ollege, | fully funded thereafter. 

1927, ] Mr. Drake admitted that both the 
'n 1929, J wnion and the employer caught in the 
cceed Mg Wave of recently negotiated plans of the 
. Sun Liq steel industry, which for the most part 
moved tf call for no funding in advance of re- 
same ye titement date, are in for something of 
‘on whep? bad time. This so-called maturity 
and maq‘unding was described by the speaker 
nt wasaq’s a long step backward toward pay- 
7 as-you-go plans. “It seems that the 
Itimore @ 800d old safe and sound deferred annu- 
two ye ity group annuities cannot be used be- 
Ar. Drury accrue. It also means that the deposit 
company§ 'etirement to buy the benefits as they 

the Sugaccure. It also means that the deposit 
dischargg administration, as we have known it, 
epresentg Ss not adaptable for there is no accumu- 
ved to tty lating fund to keep the contract in effect. 
gton all It means that, even though it is being 
ths afteg used in many cases, the uninsured- 
trusteed method is inappropriate because 
as the funds are set up they immediately 
begin to diminish through benefit pay- 
ments, and for this very reason the 





wm 


7 tunds must be kept relatively liquid. § 


Therefore, investment income possibili- 
missiog ties are at best too meager.” He de- 
n E. Fegscribed the steel industry practice of in- 
ison log stallment maturity funding, as even 
e, on tf closer to pay-as-you go. 

liam § The wisest thing for the employer to 
can. Mido who is forced into maturity funding 
epublic4 arrangement is to make his plans in- 
vain, Wa sured, for the insurance companies have 
the pafstepped into the breach with a contract 
lidate {@geared to meet the temporary funding 
Problem. The employer should choose 








the insured approach to maturity fund-F 


ing for several reasons. Once a bene- 
fit is purchased, the insurance company 
will be responsible for paying the bene- 
fits for as long as the pensioner lives. 
The annuity purchase rates are guaran- 
teed in advance. The employer may 
want to put some money into the plan 
in advance of retirement and he can do 
so and his money will accumulate at a 
guaranteed interest rate under an in- 
sured plan. If the employer is wise he 
may want to change over to some form 
of advance funding and in that case 
a maturity funding contract makes it 
easy to switch to regular deposit ad- 
ministration or deferred annuity group 
annuities, Mr. Drake pointed out. 


J. E. Day to Take Bow at 
Chicago Luncheon Sept. 14 


J. E. Day, the new Illinois insurance 
director, will make his initial appear- 
ance before a Chicago insurance audi- 
ence Sept. 14. He will be saluted at 
a luncheon meeting of the insurance 
membership group of Union League 
Club of Chicago. Presiding will be 
Roy L. Davis, western manager of 
Assn. of Casualty & Surety Companies, 
who is general chairman of the insur- 
ance group. Special guests will include 
Hugh L. Tollack, assistant secretary of 
National Assn. of Insurance Commis- 
sioners; Frank J. Bartsch, deputy of the 
Illinois department, and W. E. Wall, 
new chief examiner. 

Mr. Davis has constituted his insur- 
ance committee for the new season. It 
consists of E. M. Griggs, National 
Board of Fire Underwriters; A. V. 
Gruhn, American Mutual Alliance; 
George F. Manzelmann, North Amer- 
ican Accident; W. W. Hamilton, Chi- 
cago Board of Underwriters; Donald 
Wood, Jr., Childs & Wood Agency; 
R. L. Hogg, American Life Convention 
and Clarence E. Smith, Northwestern 
Mutual Life. 











Convention Dates 


Sept. 14-16, Federation of Insurance 
Counsel, annual meeting, Atlantic City. 
Sept. 18-20, International Claim Assn., 
Greenbrier hotel, White Sulphur Springs. 
Sept. 21-22, All-industry committee de- 
liberations on uniform’ agent-broker 
licensing bills, unlicensed insurer bills 
all interstate compact proposal, New 
ork. 


Sept. 25-27, Life Office Management 
Assn., annual, Royal York hotel, Toronto. 

Sept. 25-29, National Assn. of Life Un- 
derwriters, annual, Hotel Statler, Wash- 
ington. 

Sept. 25-28, National Fraternal Con- 
gress, annual, Statler hotel, New York 
City. 

Oct. 3-6, American Life Convention, 
annual, Edgewater Beach hotel, Chicago. 

Oct. 12-13, N.A.I.C. zone 5, Kansan 
hotel, Topeka. 

Oct. 16-17, Zone 3 Commissioners, 
Statler hotel, St. Louis. 

Oct. 23-24, Actuarial Club of the Pa- 
cific States, Del Monte Lodge, Pebble 
Beach, Cal. 

October 23-25, Canadian Insurance 
Superintendents, annual, Brock hotel, 
Niagara Falls, Ont. 

Oct. 23-25, Life Insurance Advertisers 
Assn, of America, annual, Claridge hotel, 
Atlantic City. 

Oct. 23-26, Assn. of Superintendents of 
Insurance of Canada, General Brock ho- 
tel, Niagara Falls, Ont. 

Nov. 1-3, Institute of Home Office Un- 
derwriters, annual, Fontenelle hotel, 
Omaha. 
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More Prospects 
for the 


Long strengthened by the Analagraph closing ratio 
of 1 out of 1.9, the Mutual Benefit life underwriter 
now has the new Single-Interview Analagraph presen- 
tation as an additional tool! This short, practical and 
easily used Analagraph unit enables a man to program 
those prospects who do not qualify for the complete 
service:. 


© The young man with a need for more life insurance, 
but with limited buying power 


© The man whose insurance needs are simple 
© The man who has only time for a single interview 


© The man in an outlying district, where one inter- 
view is more efficient 


For these prospects the Single-Interview Analagraph 
simplifies the entire process, and effectively closes 
cases for the immediate potential! 


THE MUTUAL BENEFIT 
EIFE INSURANCE COMPANY 


ORGANIZED IN 1845 @& NEWARK, NEW JERSEY 





In ACCIDENT 
and HEALTH 
PROTECTION 









INCOME DURING DISABILITY 
%& World-wide protection and full 
coverage for both accident and 
sickness regardless of other insus- 
ance owned. 

%& Income for hospital and 
nurse’s expenses to $750.00 @ 
month—plus surgery benefits 
¥ Life-time accident benefits and 
full monthly income for both com 
fining ahd non-confining ithnesn. 
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Fraternal Actuaries 
Meet Sept. 26 


Fraternal Actuarial Assn. will meet 
at the Statler hotel, New York City, 
Sept. 26, during the National Fraternal 
Congress week. 

R. A. Hohaus, actuary Metropolitan 
Life, will present a paper on “Recent 
Amendments to the Social Security 
Act.” A paper on “Recent Changes in 
Insurance Laws in Canada” will be 
presented by Samuel Eckler of Pipe 
& Eckler, consulting actuaries, Toronto. 

There will be a discussion of the fol- 
lowing papers presented at the last 
meeting: “Hospitalization Insurance and 
Fraternal Benefit Societies,” C. A. Tif- 
fany, Thomas & Tiffany, Chicago; “Re- 
sults of a Recent Reserve Strengthen- 
ing Program,” C. R. Keene, Harley N. 
Bruce Associates, Chicago; “Some Ob- 
servations on Reducing Term Insur- 
ance,” John Phelps, assistant secretary 
Lincoln National Life; “Some Problems 
in Integrating Social Security with a 
Local Retirement Plan,” R. G. Roeder, 
consulting actuary, Detroit, and “Adapt- 
ing a Traditional Method of Gross Pre- 
mium Calculation to Fraternal Soci- 
eties,” R. H. Taylor, Taylor & Taylor, 
consulting actuaries, Cedar Rapids, Ia. 

The meeting will merge with the law 
section of the National Fraternal Con- 
gress for a panel on the problems of 
obtaining departmental approval for 
new certificate forms. 

On Sept. 25, the first day of National 
Fraternal Congress week, there will be 
meeting of the Fraternal Field Man- 
agers Assn. and of the Fraternal In- 
vestment Assn. Sept. 26 will open with 
registration followed by a press section 
meeting and breakfast. The meeting 
of the law, medical and president’s sec- 
tions will follow. The state congress 
section will hold a meeting and lunch- 
eon and the day will close with meet- 
ings of the secretaries’ section and the 
Fraternal Actuarial Assn. 


Equitable Reserve Names 
Henning Medical Head 


Dr. Roger E. Henning has been ap- 
pointed supreme medical examiner of 
Equitable Reserve. 

He graduated 
from University of 
Wisconsin and 
Northwestern Uni- 
versity. In 1940, he 
started his intern- 
ship at St. Eliza- 
beth’s hospital, 
Washington, D. C., 
and later did post- 
graduate work 
there and at St. 
Luke’s_ hospital, 
Chicago. He prac- 
ticed in Chicago 
from 1942 to 1944 
He served in the navy medical corps. 
From 1945 to 1948 he was with the 
Jackson Clinic, Madison, Wis. In 1948 
he started his own practice in Neenah, 
Wis. In 1949 he became associate medi- 
cal examiner of Equitable. 





Dr. R. E. Henning 





Eagles Buy Home Office 


The grand aerie of Eagles has pur- 
chased a large residence at Cincinnati 
to house the home office of Eagles Na- 
tional Life and F.O.E. Insurance Serv- 
ice. The present home office property 
has been sold to Western & Southern 
Life for a parking garage. 





It is reported that Maccabees has 
written large policies on the lives of 
Bing Crosby and Arthur Godfrey, re- 
spectively, in favor of Columbia Broad- 
casting Co. 


H. P. Staples has been appointed 
manager at Port Arthur, Ontario, for 
North American Life. He succeeds C. E. 
Dowling, who has retired. G. E. Mc- 
Ilroy has been named assistant manager 
at Edmonton. 








PERTINENT STATISTICS 


INSURANCE IN FORCE 


BENEFITS PAID SINCE 1902... .Over 


AID ASSOCIATION 


Seow e ees O25 006 6 6 © 


Over $117,000,000 
Over $510,000,000 
$ 53,000,000 


FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 
Exclusively for Synodical Conference Lutherans 


Home Office: 


APPLETON, WISCONSIN 





8. H. HADLEY, Supreme President 








PROTECTED HOME CIRCLE 


A Legal Reserve Fraternal Insurance Society 


L. D. LININGER, Supreme Secretary 


SHARON. PA. 
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West Coast Offers 
Persistency Bonuses 


At the annual meeting of the Leaders 
Club of West Coast Life at Lake Tahoe, 
Cal., the 150 present were introduced 
to the new agents’ contract of the com- 
pany which offers persistency modifica- 
tions in commission earnings. Under the 
new contract, an agent who maintains a 
persistency average of 90% or better 
is paid an additional 15% of basic com- 
mission. The persistency bonus is scaled 
down according to the rating and a 
man with a persistency rating between 
80 and 89 is paid 10% over the amount 
of the set commission. Policies with face 
amounts of $5,000 or more have first 
year commissions increased by 5%. At 
the completion of 20 years service with 
the company, a West Coast Life agent 
can obtain a life annuity determined by 
the amount and persistency of his pro- 
duction and he is permitted to continue 
his production for an additional five or 
10 years to increase the size of his life 
annuity. 

Presiding over the four-day program 
were the officers of the Leaders Club: 
Victor J. Andreatta, Dunsmuir, Cal., 
president; Robert Woo, San Francisco, 
Ist vice-president and John L. Letsinger, 
Dunsmuir, 2nd_ vice-president. 

A new sales contract, the coopera- 
tors’ guide, was presented along with 
new sales kits. Harry J. Stewart, presi- 
dent, Seth B. Thompson, agency vice- 
president, Carlos C. Warner, vice-presi- 
dent and Dr. Ivan C. Heron, vice-presi- 
dent and medical director, spoke. Dr. 
Heron announced that the company is 
now accepting $5,000 non-medical cases 
and that at the end of the 12-month pe- 
riod a producer can again issue the 
same client another $5,000 policy with- 
out a medical examination. A. C. Olshen, 
vice-president and actuary, Stephen S. 
Battleson, manager of the A. & H. 
department and Van Vanette, manager 
of the group department, outlined the 
work of their respective sections. 





Mutual Trust Life Holds 
Eastern Sales Meeting 


The annual eastern sales meeting of 
Mutual Trust Life was held at Saranac 
Lake, N. Y. President Raymond John- 
son spoke at the banquet and other 
speakers were Dr. R. O. Blood, former 
governor of New Hampshire; Bert Zah- 
ner, manager underwriting department, 
and General Agents J. H. Ehn, Hart- 
ford; Arthur Boardman, Boston; Ber- 
nard Bergen and Bernard Eiber, Brook- 
lyn. 

A new four-point business insurance 
program was reviewed by Delmar Olson, 
assistant vice-president and _ assistant 
counsel, and W. N. Hesse, New York 
City general agent. W. E. Grof, man- 
ager of agencies, and L. I. Lester, New 
York City general agent, led a round 
table on the use of settlement options. 
C. H. Kiefer, agency secretary, and J. E. 
Whiting, New Jersey district agent, cov- 
ered prospecting. 

A. H. Neil, eastern manager, and S. B, 
Merchant, educational director, were 
chairmen. 


Midwestern United Life 
Hold Leaders Convention 


Midwestern United Life recently held 
its leaders convention at French Lick, 
Ind., with 30 leaders and their wives 
attending. Total business for the first 
seven months was $6% million, of 
which the 30 leaders paid for over $314 
million. 

The company has 157 agents in Indi- 
ana, 70% of whom had never before 
been in the business before joining Mid- 
western. This was also true of 21 of 
the 30 leaders. 


Bowles Urges Catastrophe 
Hospital Cover for 
Connecticut Residents 


HARTFORD—Governor Bowles ha 
proposed the creation of a Connecticy 
insurance plan to help pay the cost of 
unusual hospital expenses incurred }, 
Connecticut residents. : 

He suggested “a common fund to fy 
used only for a long, serious, and costly 
illness that could not be paid for in a 
normal way.” Everyone, he said, would 
make a small annual contribution to 
the fund. He denied emphatically tha 
he was proposing anything that would 
involve government control of medj. 
cine. 

“It would be a Connecticut program,” 
he said, “using private health resources, 

_ doctors, nurses, hospitals, and druggists, 

with no connection with the federal 
government.” Advantages would accrue 
both to patients and their families, and 
to doctors who now provide expensiye 
services for which they can’t be paid 
he added. 

Mr. Bowles also suggested establish. 
ment of 20 or 30 diagnostic clinics 
throughout the state to help detect se. 
rious illnesses. 





Cal. Managers Meet Nov. 3 


The California State Assn. of A. & H 
Managers will hold its annual meeting 
at the Clift Hotel, San Francisco, Noy. 
3. Robert R. Smith, Washington Na- 
tional, San Francisco, is president of 
the association and D. M. Brovan, 
Mutual Benefit H. & A., convention 
general chairman. William L. Hardy, 
West Coast Life, will preside at the 
luncheon and sales meetings. 





Conniiien Sélec 
Set 7-Month Record 


In the early part of 1950, there were 
indications that the peak had_ been 
reached and passed in the current life 
insurance sales boom in Canada. How- 
ever, the Korean war has resulted in 
sales of new life insurance for the first 
seven months which have hit a seven- 
month record level of $757,200,000. This 
was up $20,800,000. 

The July production was $117 million, 
exceeded only in November, 1949, and 
in November, 1948. 


Conn. Mutual to Hold 
Nationwide Forum Series 


A series of 14 advanced underwriting 
forums will be held by Connecticut Mu- 
tual Life to bring agents up-to-date on 
business insurance and employe insur- 
ance plans. <A total of 604 agents are 
expected to attend. 

Each forum will consist of a two-day 
session, the first day devoted to a dis- 
cussion of employe insurance plans with 
E. A. Starr, assistant superintendent o! 
agencies, presiding. On the second day, 
P. A. Hoeffer, assistant counsel, will 
conduct discussions on business insur- 
ance, stock purchase and _ stock retire- 
ment plans. 

Meetings will take place at Syracuse 
Sept. 11-12; Boston, Sept. 14-15; New 
York City, Oct. 2-3 and Oct. 5-6; Phil- 
adelphia, Oct. 16-17; Savannah, Oct. 
19-20; Dallas, Nov. 6-7; Omaha, Nov. 
13-14; Chicago, Nov. 16-17 and Nov. 
20-21; Columbus, O., Dec. 4-5; Portland, 
Ore., Feb. 19-20; San Francisco, Feb. 
23-24, and Los Angeles, March 1-2. 





Henry Cheatham, of Lubbock, has 
been appointed manager there for Pio- 
neer American. 





New life business of Pacific Mutual 
Life in August was 159%. Sales of 
A. & H. also showed substantial gains. 
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SALES IDEAS 


OF THE WEEK 
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wles has 
nnNecticut 
2 COst of 
urred byf 4 King Walker of Penn Mutual 


Life's Los Angeles agency some 10 or 


nd to bef) years ago was asked if he would 
nd costly foive a talk. The approach was made 
for ina}}, a woman who was supervisor of 
d, would -qnsumers education classes of the Los 
ution to Angeles school system. These classes 
ally that je attended by the mothers of young- 
at would fiers attending various schools. His talk 
ot medi- fia; appreciated and during the past 10 
vars he has been recalled for more 
rogram,” §; his chalk-talks each year. 
esources, J [n following the outline he puts the 
Tuggists, fens down on the blackboard and 
federal yges that anyone break in any time 
d accrue there are points not understood, or to 
lies, and }.:k any specific questions. He assures 
xpensive Jihem that the subject of life insurance 
be paid, i; so large that he can cover it only 
i superficially in any event, and that the 
Stablish- Jinterjection of questions will not dis- 
Clinics Fiyrh his train of thought. 
tect se- Ff In following through the headings he 
ries to give brief illustrations of the 
jiference between participating and 
yon-participating insurance. In discuss- 
Nov. 3 ing the types of contracts he calls at- 
A.&H tention to the fact that term is the 
meeting oily type of insurance that you have 
0, Noy, §' die to beat. He finds an opportunity 
on Ng. J? quote as almost an axiom that all 
dent of J ssurance they now own in good stand- 
Brovan, J is better than anyone could buy 
ivention 9 2t them through replacement. 
Hardy, The whole thing gives him an op- 
at the pportunity to build up the prestige of 


aly agent who calls on them and ce- 
ments the position of any good agent 
whose advice they may have. 

In the discussion of non-forfeiture 
values he illustrates age 35 ordinary life 
on the basis of $10,000, showing the 
cash and loan values, paid-up insurance 
and extended insurance values, giving 
particular attention to the net cost ot 
it has to be sur- 


rd 


re were 








d been [the insurance after 
ent life rendered at the end of the 10 year 
. How- Joetiod. This is the one place that the 
ted in |olackboard is necessary so the audience 
he first Jcan actually visualize costs. When they 
seven- [sce the net cost per year per thousand 
0. This Jo! insurance over a 10-year period the 
matter of expenditure for premiums 
million, Joes not seem such a big matter. ; 
49, and | National Service life insurance is 
ought up briefly, with the provisions, 
rights, and a specific reference to the 
thought that the policy rules out the 
vossibility of using it as a life annuity 
or retirement. 
2S In the matter of social security, he 
writing always stresses: survivorship benefits 
ut Me when minor children are involved, as 
late on PY are in 99% of these cases. He 
insur- pscusses the. co-relation of social se- 
nts an wurity and life insurance. ; ie 
As to the amount and kind of in- 
wo-day pufance people should buy, he says that 
wo Uncle Sam thinks the lowest private 
ns with f" the ranks should have $10,000 in- 
lent of Jufance and reminds them that any 
nd day, nan who carries $1,000 or $1,500 is 
1. will Ping that he thinks more of the doc- 
“tnsur- P28 and undertakers than his family, 
retire (° it is obvious the money will have 
‘0 be used for that purpose. He also 
rracuse luotes the statement that many people 
; be — ca 
i Tt |avestment Answer 
. Nov.] An answer for prospects who think 
| Nov. fey can do better with their money 
rtland, Py investing in stocks or bonds directly, 
, Feb. for through a mutual fund, can be found 
-2, Inthe New York Herald Tribune’s 
etticle on Charles E. Merrill, directing 
k, has P'ttner of Merrill. Lynch, Pierce, Fen- 
r Pio- ft & Beane, the largest securities 
tokerage house in the world. Said the 
paper, “Mr. Merrill is a stickler on in- 
watiil tividuals owning their own homes and 
les of f€ insurance and providing for their 
ains. families before they acquire stocks or 


onds.” 





” \halk-Talks Help Him Build 


Up the Insurance Business 


suggest that the minimum insurance 
should be the equivalent of five years’ 
income. 

When he started out on this speaking 


program it was going to be purely a» 


labor of love. He has been rather sur- 
prised through the years as to the di- 
rect and indirect results. He has had 
calls from some of the women as long 
as five years after the talk had been 
given in the school. He has never at- 
tempted to evaluate the time against 
the amount of business written directly 
or indirectly, but he feels it gives him 
an opportunity to do something con- 
structive for the industry as a whole. 


ASSOCIATIONS 


Bakersfield — Frank Bland, Pacific 
Coast manager for The National Under- 
writer Co., told his hearers how they 
could become better salesmen. A reso- 
lution was proposed to be voted on by 
the members condemning the Bank of 
America life insured savings account 
and recommending to the state and 
national associations that similar action 
be taken on this group plan for bank 
depositors. 


Chicago—Raymond W. Hilgedag, In- 
dianapolis attorney, will address the 
joint meeting of the Chicago association 
and the Chicago C.L.U. Sept. 19 at the 
LaSalle hotel on “The Estate Case of 
Mr. Joe Average.” 

Milwaukee—The annual field day and 
Picnic will be held Sept. 20. Prizes will 
be awarded at a buffet dinner. 


Dallas—Guy L. Goldstandt, associate 
manager of Equitable Society, has been 
named national committeeman. 











Green River—At a meeting at Owens- 
boro, Ky., Edward L. Hill, Evansville, 
Ind., spoke on “Life Insurance as Good 
Property.” The association has members 
at Calhoun, Madisonville, and Owens- 
boro. 


Little Rock—James G. Tucker, man- 
ager of the social security field office, 
explained the new social security bill. 

Winnipeg—J. E. H. Lewis, London Life, 
has been elected president; R. H. Little, 
Dominion Life, vice-president, and Henry 
Eatough, Great-West Life, secretary- 
treasurer. 

Vancouver—R. G. Cameron, British 
Columbia manager for Dominion Life, 


has been elected president, Kenneth 
Thomson, Great-West Life, 1st vice- 
president, P. C. Carson, Imperial Life, 


2nd vice-president, R. A. Fraser, Do- 
minion Life, secretary, and John George, 
National Life of Canada, treasurer. 


POLICIES 


New Columbian National 
Juvenile Estate Plan 


Columbian National Life has intro- 
duced a new juvenile estate plan based 
on endowment at 65. In New York, it 
is a return premium plan. 

Written at ages 0 to 9, the juvenile 
estate plan quintuples at age 18 with no 
increase in premium, 

Payor insurance may be had on a 
death only or death and disability basis. 

The premiums range from $45.10 at 
age 0 to $57.95 at age 9, for $5,000 of 
endowment at 65. A policy for $5,000 
(increasing to $25,000 at 18) taken at 
age 1 would provide at 18: $3,950 in 
cash, $10,625 paid up endowment at 65 
or $25,000 paid up term protection to 
age 60. 











Mutual Trust Changes 


Mutual Trust Life has made the fol- 
lowing changes in its rate-book: the en- 


dowment at 85 contract will be replaced 
by a life paid-up at 85 policy which 
will be issued in amounts down to 
$1,000, except at ages 0 to 15 which 
will carry a $1,500 minimum limit, and 
a new $10 per month per $1,000 retire- 
ment income contract for females has 
been added. 





Consolidated of Tennessee is issuing 
ordinary policies on an endowment and 
limited pay life basis, using the CSO 
3% table. 





Occidental Life has reduced rates on 
endowment life income plans maturing 
at ages 55, 60 and 65 for female lives. 





Mutual Service Life has introduced a 
non-cancellable H. & A. policy to be 


issued concurrently with life. Hospital, 
surgical personal physician expense and 
dependents hospital and surgical riders 
are available. It is offered in $2,500 
and $5,000 amounts. 








War Brings Life Cover Peaks 


CHATTANOOGA — Cecil Woods, 
president of Volunteer State Life, told 
the Optimists Club that the life insur- 
ance business is moving toward a new 
peak in insurance in force which may 
be directly attributed to the last war. 
All great peaks in life insurance history 
have been reached during and after 
great war periods, he declared. He stated 
that the three Chattanooga companies 
have a total of nearly a billion in force. 





F. Gordon Brown 
Dale A. Christensen 
Howard M. Koepke 
*Carl Lutz 
Edgar P. Nispel 
* Jay Overholser 
Milo B. Roberts 
John F. Smith 
John S. Spencer 
Glen M. Stewart 


HOME OFFICE 


INSURANCE 


OF NEBRASKA 


To the twenty-one Bankers Life of 
Nebraska representatives who have 
qualified for the 1950 National Qual- 
ity Award, we extend our sincere con- 
gratulations. 


Leslie J. Carr 

*Earl F. Goodrich 
J. E. Knoflicek 

*W. H. McCaig 
Gordon G. Norvell 
James H. Rice 
Daniel S. Seiverling 
Russell E. Snygg 

*Charles M. Stewart 
Fortune A. Sullo 


Glenn F. Waugh 


*Qualified for receipt of Five Year Award. 
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NATIONAL RESERVE LIFE 


Topeka, Kansas 


A few unusual opportunities open for liberal general 
agent franchises in states west of the Mississippi. 


H. O. CHAPMAN, President 
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Union Pressure Endangers Blue Cross 


(CONTINUED FROM PAGE 3) 





month. Yet over 70% of the employes 
had families. 

The one thing that is forcing Blue 
Cross to stray away from their standard 
practices are the unions. The two big 
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workers, insist on Blue Cross coverage 
regardless as to whether or not it pro- 
vides the best protection for the mem- 
bers and their families. Several union 
representatives have admitted that com- 
mercial insurance companies can now 
underwrite better plans but their hands 
are tied. It must be Blue Cross. For 
this backing Blue Cross has had to 
broaden their contracts and under many 
Blue Cross plans this may lead to 
financial trouble. 

Returning to this 1,000 life case that 
we mentioned that Blue Cross will 
cover on Sept. 1, we have to point to 
one arrangement that will prove beyond 
any doubt how Blue Cross caters to 
the unions. In this case the union 
wanted Blue Cross and obtained Blue 
Cross even though the commercial car- 
rier offered semi-private room accom- 
modations regardless of cost or $8 a day 
for 70 days if a private room was used. 
They also offered to provide 100% of 
the cost of miscellaneous hospital serv- 
ices, immediate maternity benefits for 
employes and wives as well as an esti- 
mated retention of less than 10%. Blue 
Cross did not meet benefits or gross or 
net costs. Yet they obtained the busi- 
ness. On layoffs the Blue Cross agreed 
to provide coverage one month beyond 
the end of the policy month in which 
the employe was laid off. This is con- 
trary to their standard practice. On 
work stoppage, which is a polite word 
for strike, the Blue Cross agreed to 
provide protection for an _ unlimited 
period with no premiums payable until 
the employe returned to work and then 
multiple deductions would take place. 
If the employe was hospitalized during 
the work stoppage then he would have 
to pay his premiums up to date at that 
time. The Blue Cross further agreed 
that neither the employer or the union 
was responsible for premiums that 
could not be collected at the end of 
the work stoppage. 

We believe that the answer to meet- 
ing Blue Cross competition is*for em- 
ployers to realize what is going on. 
Blue Cross plans that are controlled by 
the unions should interest many em- 
ployers for one good reason. Blue Cross 
has the complete backing of many hos- 
pitals and yet many hospitals could not 
operate if it were not for generous 
contributions by employers. If a Blue 
Cross plan goes in the red because of 
poor underwriting the hospitals take the 
loss and then ask the employers for 
greater contributions. Blue Cross always 
states that the hospitals guarantee their 
plan. 


Need Insurance Supervision 


Another answer to Blue Cross compe- 
tition is for the insurance companies to 
see to it that all Blue Cross plans come 
under the supervision of the various 
state insurance departments. This would 
protect Blue Cross from unreasonable 
demands on the part of the unions. 
Since Blue Cross plans operate like 
hospital group writing companies it 
would seem to us that they should be 
supervised and taxed. Blue Cross plans 
have always claimed that they are a 
non-profit organization. We_ believe 
that there is no such animal. Blue 
Cross endeavors to build up reserves. 
Reserves are undistributed profits. 

Taking the other side of the argument 
we believe that Blue Cross has been of 
valuable service to the American people. 
It is our sincere hope that Blue Cross 
will always be of service. We do, how- 
ever, believe that Blue Cross should 
only sell hospital and perhaps surgical 
coverage. Blue Cross should not dis- 
criminate with their coverage. Above 
all Blue Cross should be independent 
and not controlled by any group with 
the possible exception of the hospitals. 

We realize that we have gone a little 
beyond a word of warning mentioned 
in the first paragraph. However, we 
believe that what we have said will 
interest you. 


Committees Announced for 
N.A.LC. Los Angeles Meeting 


LOS ANGELES Commissioner 
Downey, who will be host to the mid- 
winter meeting of National Assn. of 
Insurance Commissioners here Dec. 10- 
15, has announced committee assign- 
ments. 

Howard J. Brace, Occidental Life, 
former Wyoming commissioner, is gen- 
eral chairman. Leslie J. Cooper, Pacific 
Mutual Life, is housing chairman, with 
Maurice V. Pew, Farmers Insurance 


, Exchange, and former Iowa deputy com- 


missioner, as his assistant. 

The executive committee is composed 
of T. J. Blalock, Pacific Indemnity; 
Thomas M. Bruce, Guarantee Union 
Life; Asa V. Call, Pacific Mutual Life; 
George Chalmers, California State 
Automobile; James F. Crafts, Fireman’s 
Fund; James F. Deering, Guarantee; 
J. C. Earle, Beneficial Standard; Pres- 
ton Hotchkis, Founders F. & M.; Nor- 
man O. Houston, Golden State Mutual 
Life; Van F. Joy, president Insurance 
Assn. of Los Angeles; O. J. Lacy, 
California-Western States Life; John Q. 
McClure, National Automobile & 
Casualty; Victor Montgomery, Pacific 
Employers; John L. Mylod, Pacific Na- 
tional Fire; Stuart O’Melveny, ‘Title 
Insurance & Trust Co.; George P. 
Quigley, president Life Underwriters 
Assn., Los Angeles; Ralph W. Smith, 
Unity Mutual Life & Accident; Harry 
J. Stewart, West Coast Life; John 
Tyler, Farmers group; Harry J. Volk, 
Prudential, and O. S. Weide, Constitu- 
tion Life. 





Drake University Offers 
C.L.U. and C.P.C.U. Courses 


DES MOINES—Drake University’s 
community college will offer C.L.U. 
and C.P.C.U. courses this fall. 

The life course is in its fourth year 
at Drake. P. C. Irwin, vice-president 
and actuary of Equitable Life of Iowa, 
will teach the C.L.U. course. 

For the first time Drake will offer 
all five parts of the C.P.C.U. course. 
Previously only the first two parts had 
been offered. 

Wayne Mackman of Jester & Sons 
and Jack Wheaton of the Hopkins 
agency will teach parts 1-2. Members 
of the Drake staff will teach the other 
three parts. 


Haley Ohio Convention Chief 


Richard E. Haley, manager of Do- 
minion Life at Akron, has been named 
general chairman for the annual con- 
vention of Ohio Assn. of Life Under- 
writers there next spring. Committees 
will soon be named to assist Mr. Haley 
in arranging for the convention. Several 
hundred life men will attend. 





Department Men at Detroit 


At the luncheon meeting of Detroit 
A. & H. Assn, Sept. 12, a panel from 
the Michigan department, including H. 
B. Thompson, life division; Jack Wick- 
strom, A. & H. division, and W. C. 
Conley, actuary, will cover legislative 
matters and will seek support to 
strengthen the A. & H. code. 





Casualty Cover Terminates 


_ Though companies permit the carry- 
ing of group life on employes called 
into service for periods ranging up to 
90 days or longer in some cases, the 
usual practice with group casualty 
coverages is to terminate them when 
the employe leaves the employer or 
discontinue the coverage at the end 
of the month in which he enters active 
service. Group life lends itself to con- 
version to ordinary but casualty cover- 
ro aren’t convertible to an individual 
asis. 





A. & H. Managers Club of Los An- 
gelés will hold its first fall meeting Sept. 
18. W. H. Parker, chief of police, will 
speak on “The Police and the Public.” 


To Expand Sales 
Programs in Fall 


(CONTINUED FROM PAGE 3) 





ae 
cept as limited by statements of fyg) 
policy filed with SEC. 

There is a token regard in_pregep, 
fund sales literature for the Princip 
that life insurance and savings are th 
fundamental needs of the average ma, 
and take priority over other inves, 
ments. The investment man’s idea , 
an adequate insurance program, hoy. 
ever, seems limited entirely to ter, 
Many have standard presentations j, 
their sales folders outlining the adyap. 
tages of the “buy term and invest yoy. 
self” philosophy, whose fallacies ay 
well known to trained insurance sale. 
men. Nor is there any assurance thy 
a securities salesman has had am 
knowledge or experience which qualifie 
him to decide when a man’s insurang 
is adequate. 

The literature on display at the mee. 
ing, some of it scheduled for the wast 
basket, borrowed liberally from the yer. 
nacular of life insurance sales talk 
and literature. Mutual funds were ¢&. 
scribed as the “modern way” to futur 
security, to educate children, to crea 
an estate for the support of family anj 
children, to save for future travel, to 
augment earnings after the producto, 
peak has passed, to supplement social 
security and pensions, to retire in com. 
fort, to leave an estate for the family, 
to create a living annuity, etc. Such 
phraseology should quickly put to res 
euphemistic beliefs that the life agen, 
and the fund salesman are not competi. 
tors. 


Prestige Parasites? 


Sales presentations generally indicate 
a desire on the part of securities deal- 
ers to chisel in on the prestige and 
reputation for stability of life insurance 
through associating by reference a mv- 
tual fund investment with life insurance 
to achieve practically every savings 
goal, 

Another development noticed at the 
meeting was the growth of periodic 
purchase plans where the investor ar- 
ranges a long term plan for continued 
purchase of shares and the reinvest 
ment of dividends. 


Sales Literature 


Advertising agencies and firms spe- 
cializing in market charts were repre- 
sented at the meeting, along with hur- 
dreds of dealers to carry the latest 
promotional techniques into operation at 
the local level. 
_ Special literature is available for sell- 
ing specific markets such as doctors, 
lawyers, and women, as at agency con- 
ventions. 

The effects of inflation are advanced 
as an argument for buying fund shares. 
Life insurance is “damned __ through 
faint praise’ in one pamphlet by this 
expression: “Life insurance and money 
in a bank afford fixed dollar protection 
but a well rounded estate building es 
tate program should also afford reason- 
able opportunity for growth of princi 
pal and income through ownership of 





the common stocks of leading Ameri- 
can corporations.” 

Some insurance men have discounted 
the growth of mutual funds as com- 
petitors, stating that they intrude only 
in the higher income field. This 1s 
countered by evidence that the develop- 
ment of the $10 and $20 a month plans 
is bringing the fund salesman into 
much broader competition. Even if he 
restricts himself to higher income pros- 
pects, that, some producers, feel, is just 
as worrisome, because it is from that 
market that the premiums for the largef 
policies come. 





George W. Evans, formerly claim ex 
aminer for All States and before that 
with the claims department of Travelers, 
has been made assistant to the gener 
counsel of Interstate Life & Accident. 


The 
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NORTHWESTERN MUTUAL’S 


5-Phase Educational Program 


1. Short Course. The new agent is given 2 to 4 
weeks of personal tutoring. The text used and the 
sales techniques employed have been evolved from 
many years of successful agent training. 


2. 13-weeks Reporting Program. The new agent 
. ry 

prepares weekly reports of his work. These reports 

are analyzed each week by the Educational division 

and appropriate comments sent to the agent in a 

personal letter. Thus the agent learns how to im- 

prove his pattern of work. 


3. Intermediate Course. The agent gets personal 
practical experience in programming procedures. He 
prepares his own presentations based on case studies 
of actual sales by the Company’s top salesmen. 


4. Career School. Agents who qualify by demon- 
strated aptitude come to the Home Office to receive 
intensive instruction from officers and specialists of 
the Company. Outstanding records have been made 
following attendance at this school. 


5. Advanced Training. The latest, most compre- 
hensive course that has been developed for the life 
underwriter. It covers Estate Planning, Business 
Life Insurance, Pension Trusts, Estate Taxes & 
Liquidation, Gift taxes, etc. Requires 18-30 months 
to complete. 
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XUM 


helps bring success? 


7 aad Northwestern Mutual agents won mem- 


bership last year in THE MILLION DOLLAR ROUND 
17 -\;) 6 


No. 3 companies combined. 


almost twice as many as the No. 2 and 


of Northwestern Mutual agents have 


earned the coveted degree of CHARTERED LIFE UN- 
DERWRITER 


than any other life insurance company. 


. @ greater number proportionately 





HE new Northwestern Mutual agent soon learns 
one principal reason why such records as the 
above are made with this company. 

He is introduced without delay to one of the 
most thorough, most concentrated training courses 
ever made available in the life insurance field. It 
is the Northwestern Mutual Educational Program. 

It is this unique training program which has 
contributed so much to the signal success of so 
many Northwestern Mutual agents .. . to their 
high reputation in the profession ... and to the 
name of Northwestern Mutual itself as ‘The 


Career Company.” 


Training makes for increased production. Northwestern 
Mutual follows through in the training of its agents 


The NORTHWESTERN MUTUAL Life Insurance Company 


ESTABLISHED 1857 © MILWAUKEE, WISCONSIN 





Guardian Producers 


Improved Waiver of Premium and 
$10 Disability Income Provisions 


®@ Our regular $10 per $1,000 monthly income to age 65—then Policy 
Matures As An Endowment For The Face Amount. 


@ A modern definition of “total” disability. 


@ New low waiver rates for men or women, 


Term Policies 


@ New term to 70 as well as regular term policies at very low 
premiums. 

@ Waiver and disability income available on these term policies. 

@ Increased first year commissions. 


@ Liberal conversion privileges. 


New Family Income Agreement 


@ $20 per month per $1,000 on all permanent plans as well as $10 
per month — both still independent of the basic policy proceeds. 


The 


GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York 3, New York 





